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In its amicus curiae appeal brief 
the Knox-Anderson federal court 
‘ion holding an agent liable for 
rain statements and actions in a 
-loan sale, Assn. of Advanced 
te Underwriters takes the position 
t the strict standards of fiduciary 
Jationships Which appear to have 
n applied by the trial court should 
ot apply to the sale of life insurance. 
Instead, AALU contends, the nor- 
1 standards set forth in the law cov- 
ring misrepresentation should be ap- 
icable. 
the brief was prepared by J. Milton 
cooper and Leonard L. Silverstein, 
U’s counsel, who were joined in 
e preparation of the brief by Gerald 
| Sherman. Filing of an amicus brief 
undertaken not primarily as a 
fense of the agent, J. Leland An- 
erson, but to insure that the case 
toes not result in added restrictions 
jeing put on the present method of 
ling financed life insurance. The 
t+ part of the brief explains the 
ifferent types of life coverage and 
ow financed life insurance works. 
tions IX and III, which develop the 
ument, are given below, except for 
tnotes. 


THOSE ASPECTS OF APPELLANT’S CONDUCT 
T ARE PARTICULARLY RELEVANT TO 
ALES OF FINANCED LIFE INSURANCE FULLY 
\ATISFY THE VIGOROUS STANDARDS OF THE 
AW OF MISREPRESENTATON, WHICH 
'ANDARDS ARE IDEALLY SUITED FOR GOV- 
ING THE TECHNIQUES OF SELLING SUCH 
SURANCE 


The occupation of life insurance 
lling typifies the prototype of Amer- 
an initiative and self-reliance. His- 
srically, the man who is in business 
br himself has been the prime gen- 
ating and regenerating force in our 
frnoms. Such a man is the life in- 


Don’t Cast Agent In Fiduciary 
ole, AALU Amicus Brief Urges Ills Found Curbed 


surance agent. His entire livelihood 
depends upon the amount of insur- 
ance he can sell. His earnings are 
based upon a percentage of those 
sales. He must, on his own initiative, 
find prospective customers and con- 
vince these customers of the desira- 
bility of purchasing the insurance he 
proffers. 

In view of this emphasis on sales 
volume, it would only be fair to re- 
quire that an insurance agent be held 
accountable for his dealings within 
the normal standards of the law of 
misrepresentation. On the other hand, 
to hold an insurance agent to the 
standards of a fiduciary has not only 
been rejected many times by the courts 

(CONTINUED ON PAGE 28) 


Management Wins 
At Convention Of 
Lutheran Brotherhood 


MINNEAPOLIS—The pro-manage- 
ment group, headed by President Carl 
F. Granrud, won a decisive victory at 
the convention of Lutheran Brother- 
hood here. The present management 
will remain in control of the life in- 
surance fraternal after a lengthy and 
highly publicized battle with a minori- 
ty group which wanted to take over 
the company and get rid of Mr. Gran- 
rud. 
Approximately 1,300 delegates from 
all parts of the country attended the 
convention. The pro-management 
group elected 10 of the 12 directors and 
defeated the move to increase the size 
of the board from 12 to 16 members. 

For more than a month before the 
meeting, charges and countercharges 
appeared in the newspapers from 
both sides. The issue received a good 
deal of attention in Minnesota news- 
papers. 





Minimum Deposit 


By Regulation 39 


NEW YORK—Regulation 39, issued 
by the New York department to curb 
minimum deposit abuses and restrict 
the issuance of high early cash value 
policies, went into effect Nov. 1 and it 
appears to be having the desired re- 
sults without interfering with policies 
the regulation was not designed to 
affect. 

According to department sources, 
about 15 forms had been withdrawn or 
acceptably modified by the Nov. 1 
deadline. Moreover, what is considered 
equally important, companies which 
previously felt they had no choice but 
to bring out similar policies now feel 
under no compulsion to do so. 

One general agent of a company 
that has never issued the type of 
policy banned by the department has 
complained that the department’s act- 
uarial bureau standards, designed to 
clarify paragraphs 1, 3 and 5 of regula- 
tion 39, have the effect of lessening its 
force in respect to curbing the issuance 
of policies with “discriminatory” high 
early cash values. (The text of the 
standards appeared in THE NATIONAL 
UNDERWRITER of Oct. 17.) 

However, here is an example of how 
the actuarial bureau standards have 
operated to de-emphasize minimum 
deposit business: One company former- 
ly permitted the insured to borrow, on 

(CONTINUED ON PAGE 35) 


Harding President Of 


Canadian Underwriters 

H. Elroy Harding, North American 
Life of Toronto, was elected president 
of Canadian Home Office Life Un- 
derwriters Assn. at a meeting at Tor- 
onto. He succeeds Wallace R. Nelson, 
Prudential. 

Margaret Agar, Manufacturers Life, 
was elected secretary. 
























































































‘|ificers and members of the execu- 
j¢ committee of Life Advertisers 
n. for 1960: Front, left to right, 
in P. Leader, Bankers Life of 
’4, outgoing president; Stanley M. 
man, General American, treasurer; 
mL. Briggs, Southland Life, vice- 











president; Robert S. Kieffer, Metro- 
politan Life, president; George H. Kel- 
ley, New York Life, secretary, and S. 
Alberta Stutsman, Massachusetts Mu- 


tual, editor. Back row: Kenneth K. 
Wunsch, Northwestern National; Robert 
B. Lancaster, Life of Virginia; Donald 








E. Lynch, Mutual Benefit Life; Frank 
Culp, West Coast Life; Clarence E. 
Bishop, Protective Life; Robert A. 
Adams, Provident Mutual; William A. 
Neville, Great-West Life, and Robert 
L. Fontaine of Continental Assur- 
ance. 


Ways Delineated : 
For Management 
To Retain Manpower 


Mid-West Management 
Conference Features Nine. 
Speakers’ Specific Suggestions 


With attendance of 321, down some- 
what from the past two years, the an- 
nual Mid-West Management Confer- 
ence spent Oct. 29-31 at French Lick, 
Ind., listening to a panel of nine speak- 
ers give specific suggestions for ““Man- 
agement for the Retention of Man- 
power and Business.” y 

A last-minute substitution on the 
program was James E. Rutherford, 
vice-president Prudential in charge of 
the Chicago regional home office, who 
pinch-hit as luncheon speaker in place 
of Indiana Commissioner Alden C. Pal- 
mer, not yet sufficiently recovered 
from an auto crash in Illinois four 
weeks ago to make the trip to French 
Lick. 


Must Improve Recruiting, Retention 


Kenneth Black Jr., professor of in- 
surance, Georgia State College, opened 
the meeting with a talk on manage- 
ment for the retention of manpower 
and business through responsiveness 
to economic and _ social changes. 
He warned that there will be no sig- 
nificant rise in the number of people 
in the 25-40 age group in the near fu- 
ture. Inasmuch as this age group is 
generally considered the most fertile 
one for prospective agents, recruiting 
and retention will both have to be 
improved. 

The business, Mr. Black charged, is 
paying below competitors for the same 
man and will have to start paying 
higher in order to get top-flight man- 
power. Bigger financing will call for 
a sharpening of selection techniques, 
and training and supervision must in- 
crease the probability of success. 


Must Improve Self 


The final decision on selection must 
be made by the manager, he declared. 
It cannot be successfully relegated to 
an assistant. ‘““You must recruit to your 
own agency, not by = generalities. 
Agency improvement starts with the 
manager. To improve the agency, he 
must improve himself. The agency 
reflects you.” 

Earl C. Jordan, general agent Massa- 
chusetts Mutual, Chicago, declared 
that a concentration of humble abil- 
ities will accomplish more than spec- 
tacular programs. The agency head 
must be competent in four different 
roles, he said: 

He must be a good business man. 
His job is not only to build the agency 
but also to build within reasonable 
cost limits. He must set up a budget 
and keep books. He must be econom- 
ical but not penny-pinching. 

He must be an organizer. He must 
be able to delegate work and back up 
his delegation with authority. He 

(CONTINUED ON PAGE 35) 














2 


FEN ATIONAL 





Investment Benefit Of Life Insurance 
Competitive, Needs Publicity, LAA Told 


Donald C. Slichter, president North- 
western Mutual Life, in his address 
before the annual convention of Life 
Advertisers Assn. in Chicago last week, 
stressed the investment aspect of life 
insurance and the importance of inter- 
esting the public in this feature. He 
pointed out that life insurance as a 
basic investment offers an attractive 
return, but it needs to have the op- 
portunities in the economy that will 
continue to furnish incentive to the 
savers. Mr. Slichter’s talk, in substance, 
follows: 

Have we over-emphasized the idea 
that we must give the buyer what he 
thinks he wants? 

You all know—even the uninitiated 
these days know—the extent to which 
giving the buyer what he wants has 


become the foundation of modern 
merchandising. In our own business, 
as I think most of us might agree, an 
effort to convince us all that the wave 
of the future lay in one-stop or super- 
market insurance buying was based 
on the magnification of rather tenuous 
evidence that hordes of buyers wanted 
it that way. I am not for the moment 
questioning this touchstone as it re- 
lates to the sales of tangible goods. 
Others can, and do raise questions 
about the effect on our civilization of 
the lowest common denominator of 
desire for bigger, better or more color- 
ful material things. 

Let us admit, without evaluating, 
the effectiveness of this doctrine in all 
other fields, and ask ourselves what it 
means to us in life insurance. What 


does the consumer want? You and I 
should know what he wants because 
we want it too. More than ever before 
in history probably he wants many 
things that are quite unimportant and 
reflect a passing and extravagant fan- 
cy. He wants large capital gains that 
in fact can only come taking specula- 
tive risks. In order to secure these 
things, he makes a minimum outlay 
for real family security and wants at 
the same time the easy conscience that 
should not go with doing it the easy 
way. Let us look at our record for a 
moment. 

Our industry’s over-all fundamental 
figures, upon first glance, appear im- 
pressive and quite satisfactory: Annual 
ordinary life purchases in the US. last 

(CONTINUED ON PAGE 31) 





76 Mutual Benefit 
Agents Qualify For 
First-Year Meeting 


Seventy-six new agents of Mutual 
Benefit Life qualified for the an- 
nual meeting of the First-Year Lead- 
ers Club at the Hotel St. Moritz in 
New York and Mutual Benefit’s home 
office in Newark. 

Of the 76, five broke previous 
earnings records for first-year agents. 
Leading in earnings and also volume 
was Harry A. Freiberg, New Orleans. 
Other earnings leaders were Harmon 
L. Watkins, Dallas; Leo F. Sroka, 
Phoenix; Warren F. Foster Jr., Miami, 
and Donald C. Luce Jr., Newark. 

H. Douglas Palmer, 2nd vice-presi- 
dent, who was meeting chairman, 
opened the business session and was 
followed by Charles G. Heitzeberg, 
vice-president in charge of agencies, 
who officially welcomed the group. 
Round Table Discussion 

In the first session, William F. Mc- 
Murry, director of training, discussed 
“Prospecting in 1960,” and was fol- 
lowed by a round table discussion on 
“You Incorporated,” moderated by Ro- 
bert H. Stevens, assistant director of 
agencies. In the afternoon another 
round table discussion on sales aids 
was led by Douglas W. Johnson, direc- 
tor of sales promotion. 

Speaker in the morning was Harold 
M. Covert Jr., Philadelphia, who was 
a member of the initial first-year 
club in 1946. 

H. Bruce Palmer, president, ended 
the business session by forecasting the 
club members’ future in the life busi- 
ness as well as discussing their im- 
portance to the company. 

Five Qualifying Agents 

At the banquet Thursday evening, 
Wilbur E. Hintz, 2nd vice-president 
and director of agencies, as _ toast- 
master, introduced Charles L. Doane, 
general agent at Omaha, who had five 
qualifying first-year agents at the 
meeting. Mr. Doane was speaker for 
the evening. 

In addition to the earnings awards, 
five runner-up awards for volume 
leadership were presented at the 
awards session of the banquet. They 
went to Harmon L. Watkins, Dallas; 
Howard J. Saks, New York; Donald C. 
Luce Jr., Newark; Warren F. Foster 
Jr., Miami, and Leo F. Sroka, Phoenix 
—all of whom paid for over $1 million 
in their first year. 

The lives leadership award was 

ented to Jacob C. Margolis, Char- 


Electronic Exhibit Tests ‘Insurance Quotient’ 





An electronic exhibit of Insurance 
Information Office of Connecticut was 
seen by some 400,000 people at the 
Eastern States Exposition in the Con- 
necticut Building at West Springfield, 
Mass. Pictured are Gov. Abraham 
Ribicoff of Connecticut, left, Mrs. 
Ribicoff and Francis T. Ahearn, man- 
ager of the information office. 

The exhibit allowed members of the 
public to test their knowledge of in- 
surance, at the same time answering 
many questions about insurance busi- 
ness that interest the public. 

The exhibit will be shown for one 
week at the home offices of each of 
these companies: Aetna Life, Aetna 
Fire, Hartford Fire, Connecticut Gen- 
eral, Phoenix of Hartford, Phoenix 
Mutual Life, and Travelers. 

The exhibit was designed by public 
relations officers of Connecticut com- 
panies who form the advisory com- 
mittee for the insurance information 





lotte, and runner-up awards went to 
Richard G. Crane, Boston, and Rich- 
ard F. Buckley, Omaha. 

Diplomas were also awarded to all 
club members 

On Friday the club traveled to the 
home office where two award win- 
ners, Harry A. Freiberg Jr. and Don- 
ald C. Luce Jr., spoke. Their talks 
were followed by a discussion of selling 
techniques in tomorrow’s’ market, 
moderated by Francis L. Merritt, di- 
rector of career development. 

Agents and their wives met with 
company officers at a luncheon where 
Mr. Heitzeberg was speaker. After the 
luncheon, club members were taken 
on a tour of the building by Mildred 
F. Stone, staff assistant to the presi- 
dent. 











office. Central feature of the exhibit 
is an invitation to the public to test 
their I.Q., “insurance quotient.” 

Through an electronic arrangement, 
a series of eight questions are flashed 
on the backboard of the exhibit. With 
each question the player is given a 
choice of three answers. In front of 
him are three buttons, one for each of 
the suggested answers. If he answers 
correctly, a green light flashes and a 
buzzer calls attention to the player’s 
correctness. A red light flashes to in- 
dicate a wrong answer. 

Between the green and red buttons, 
there is a computer which tallies the 
score up to a possible 100. Two players 
compete. 

According to Mr. Ahearn, there was 
a crowd gathered almost constantly, 
eager to watch the operation of the 
machine and to participate. 

At the eastern states exposition the 
exhibit was a three-panel affair with 
the electronic questioning in the 
center panel. At the left was a listing 
of Connecticut companies, including a 
cartoon display designed to answer 
“What Do They Do With All The 
Money?” The third panel contained a 
continuous run movie. 


Exhibit Portable 


The exhibit is portable. The movie 
will not be used at the home office 
exhibitions, nor in other displays 
around the state but will be restored 
next fall for county fairs. 

The machine can be adapted for 
special showings. It is expected that 
the exhibit will be entered at the 
largest home show in Connecticut. The 
questions will be changed to deal with 
personal and home property coverages. 
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Hutchinson Named 
Lawrence Success, 


As Met Life V-P 


Alexander Hutchinson, 2nd  yjg, 








George P. Jenkins A. Hutchinson 


ceed Reginald R. Lawrence on Jan, 







politan Life’s field organization, } 


fective at the end of the year. 
At the same time, in an appoip 


is named 2nd vice-president in Mety 
politan’s investment operation. 

Mr. Hutchinson started with Met 
politan in 1933 as an agent at Poug) 
N.Y. Following promoti 
through various positions, he was 
vanced to manager and for four yea 


district office. He was appointed aj 
sistant vice-president in field manag 
ment in 1952, and in 1955 bec 
superintendent of agencies in char 
of the southwestern territory. 

His advancement to 2nd vic 
president in charge of field traini 
activities came in 1958. Since Feb 
ary, he has been working with \ 
Lawrence in the over-all supervisi 
of the field organization. 


He has been active in agent assi 
ciation activities and at one time w 
director and national committeemg 
of McKeesport Life Underwrite 
Assn. as well as regional vice-preg 
dent of the Pennsylvania associatid 
Mr. Hutchinson is a CLU. 

Mr. Jenkins joined Metropolitan 
1938 and became a member of ti 
company’s administrative personnel 
1951. Later that same year he wW 
appointed assistant vice-president aj 
then advanced to 3rd vice-president 
1956. 


Variable Annuity Debate 
Slated For Boston Life & 
Trust Council, CLU Meet 


Spokesmen for both sides of the va 
iable annuity question will discuss t 
issue at a joint meeting of the Bost 
chapter of American Society of Cl 
and Boston Life Insurance & Tru 
Council at the Harvard Club, Nov. ! 
Speakers are Richard J. Congleto 
general attorney of Prudential, 
Milton A. Ellis, 3rd_vice-preside! 
insurance and public relations, 
Metropolitan Life. 


New Ill. Company 

Stock is now being sold in Financ! 
Security Life of Moline, IIl., a né 
company headed by L. H. Engstroj 

The current stock offering of 200,( 
shares (par value 50 cents) is at $2. 
a share. The company has an autho 
ized capital and surplus of $5 milli¢ 

Mr. Engstrom has been in the l 
business in various capacities and 
various cities. 
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Hutchinson 99 
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ar, 
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ve at ca JOSEPH L. MARION Marietta, Georgia 
e-presided September 29, 1959 
it in Metr 
on. Mr. F. J. Budinger, Executive Vice President 
a bs: Franklin Life Insurance Company 
vecnil Springfield, Illinois 
he was a 
r four yeal Dear Bud: 
-esport, Py a "7 a . 
pointed a When I read last month’s ad in the insurance magazines, “This 
Id manag is the Next Pasture,” I experienced a touch of nostalgia. You see, 
955 bec for a short time, some years ago, I tried the other side of the 
s in chard fence, made a modest living, and wondered if life insurance really 
ae ; offered the financial rewards a successful agent should expect. 
Vi¢ 
1d trainiy Fortunately I “took the bull by the horns,” jumped the fence 
ince Feb back into the Franklin pasture, and my “wallet anemia” vanished. 
iy : As you know, I have received President Becker’s personal assist- 
ris 


ance on several occasions in closing substantial sales. When I 
require special service from our Underwriting, Medical, and 
ns Actuarial Departments, I get it from the top with speed and 
efficiency, enabling me to devote my time to selling, with a mini- 














<> mum of delays and red tape. My Home Office associates are in 

e time w : Ly P y 

nmitteem4 reality working partners. 

oo I am now a life and qualifying member of the MDRT. Over 

ansociail the past five years my cash earnings have averaged better than 
$30,000 annually. In addition to playing golf twice a week, last 

ually p if s 6. S 

opolitan | year my wife, daughter and I spent six weeks in Europe; this 

ber of t! year in the Pacific Northwest and Canada. 

1 . - ha F 
gig " Believe me, Bud, you were right. This is the greatest business 
esident a in the world, and thanks to Franklin Life, I am in the right 
president pasture. 
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Cites All Lines Selling Benefits 
To Customers, Companies, Agents 


(This is the second half of the ad- 
dress by Robert A. Rennie, vice-pres- 
ident of Nationwide Mutual, at the 
I-Day in Newark, sponsored by New 
Jersey chapter of CPCU.) 


Obviously, as the merger of life and 
property-casualty lines proceeds, and 
new policy forms are developed, the 
policyholder will have some _ uncer- 
tainties as to the extent of coverage 
under new contracts. However, court 
decisions will gradually clarify the 
major issues, and no serious rise in 
policyholder complaints or lawsuits 
relating to coverage is to be expected. 
On the contrary, new policies and 
packages will provide a much higher 
level of policyholder satisfaction, in 
Mr. Rennie’s opinion. 

The trend toward all lines insur- 
ance can reduce much existing du- 
plication in claims payments, particu- 
larly in terms of medical care bene- 
fits. It is common knowledge that an 
injured person may often collect med- 
ical expenses in full from insurance 
as many as four, five, or even more 


times. Duplication in benefits is a 
serious problem. It is raising the level 
of rates and producing bad insurance 
practices. To the extent that it chan- 
nels insurance premiums excessively 
into specific coverages, it impedes the 
development of comprehensive pro- 
tection. The merger of coverages 
should help to correct this situation, 
Mr. Rennie declared. 


Solution To Duplication 


He pointed out that duplicate pay- 
ments come from many sources—hos- 
pital, surgical group, Blue _ Cross- 
Blue Shield, auto medical payments, 
legal liability, and workmen’s com- 
pensation. Where wives work, de- 
pendents often receive benefits under 
two group plans. Unfortunately, legal 
barriers often will block the road to 
reform. West Virginia prohibits by 
statute the inclusion of any policy 
provision that limits payment for hos- 
pital or medical expenses because of 
the existence of other coverage. 

One solution to duplicate payments, 
he continued, is to have the issuing 
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ITS NEW EMBLEM 


Since the beginning, over 44 years ago, the people of N.F.L. 
have wholeheartedly pledged themselves to these lasting values: 
strength, character, and faithful devotion to service. Constant 
fulfillment of this pledge has been the inspiration for its past 
development and the motivation for its ever-continuing growth. 
So it is fitting that this triad should remain an integral part 


of our new emblem. 


Inscribed on a perfect triangle, and later superimposed on a 
shield, symbol of protection, these qualities have been the focal 
point of our emblem throughout its evolution. They are now 
personified by the knight—traditional symbol of strength, char- 
acter and service in the highest order. 

It seems especially appropriate that this human figure is 












National Fidelity Life 


INSURANCE COMPANY e 


included, for it serves as a reminder that it is the dedicated 
people of NFL who have made our emblem meaningful to 
others: the symbol of good insurance with a good company; the 
mark of a strong, secure but warm and friendly institution. 

Presented during an era of accelerated expansion, this emblem 
also announces new opportunities for Direct Brokers, General 
Agents or Salaried Supervisors. Write: Vice President Kemp 
W. Wood, Dept. NU-119. 


KANSAS CITY 6, MO. 


W. Ralph Jones, President 









company jointly agree ‘as to the order 
in which each kind of policy would 
apply until the claimant is fully re- 
imbursed. Beyond full reimbursement, 
the claimant would get nothing. This 
follows the practices already in use by 
property insurers. A major multiple- 
line group is now paying claims under 
auto medical payments coverage only 
in excess of other A&S coverage pay- 
ments which apply. 

A second problem arising from the 
merger movement involves the policy- 
holder who carries most of his cover- 
age with the same insurer, Mr. Rennie 
said. Some policies, like auto, require 
close underwriting and intermittent 
claims payments. Life policies, on the 
other hand, do not involve these is- 
sues in the same form. A dissatisfied 
auto policyholder may decide to can- 
cel his entire insurance program. 


Consolidation Benefits 


Mr. Rennie does not think such 
problems are serious. The all lines de- 
velopment will further reduce them. 
The total risk can be written on an 
account basis, and regarded from an 
over-all viewpoint rather than simply 
as an auto, an A&S or life risk. On 
this basis, underwriting problems tend 
to compensate each other. A young 
man may be a questionable auto risk, 
but an excellent life and A&S risk. 
An older man may be a doubtful A&S 
risk, but a superior auto risk, etc. 
Finally, it is hoped that the merit- 
demerit auto rating plans will reduce 
auto policy cancellations to a mini- 
mum. The trend toward merger of 
lines will help policyholders because 
it will permit insurers to view in- 
surance needs as a whole. Up to this 
point, they have been preoccupied 
with getting at least a minimum 
amount of insurance to as many peo- 
ple as possible. They have done a good 
job. But from now on, their basic 
task is to fill in the gaps in that pro- 
tection, Mr. Rennie observed. 

He said that according to “purists,” 
insurance is a method of substituting 
a small known expenditure for a large 
unknown loss which insured cannot 
cover with his own resources without 
suffering undue hardship. These pur- 
ists point out that on many conven- 
tional coverages, insurers are simply 
trading dollars with insured. These 
coverages waste the energy and the 
resources of insurers on the first dol- 
lar of coverage which the policyholder 
could carry far more economically 
himself. In this situation, the intro- 
duction of a deductible would put an 
end to claims whose value to the pol- 
icyholder is disproportionate to the 
administrative cost of paying them. 


Other Considerations 


Mr. Rennie agrees with this view- 
point. Insurers have an obligation to 
encourage and to educate policyhold- 
ers to serve their own interests. For 
example, by providing sufficiently 
high limits, the major medical cover- 
age will do a better job than the con- 
ventional form of A&S in protecting 
people against the financial holocaust 
of prolonged illness. 

Insurers must be careful not to 
assume that they know all the an- 
swers, however, he went on. Major 
medical provides no way for insurers 
to encourage preventive medicine by 
paying for periodic examinations. 
Also, the job of keeping medical care 
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costs under control will require pg, 
programs and more intensive stu 
by insurers. Major medical has tenj, 
to aggravate this problem. Meg. 
care is a flexible concept that te, 
to expand to the limits of availati, 
facilities and ability to pay. Sop 
curbs will have to be set on utilizatj, 
as well as compensation scales. 

It must also be remembereg thes 
convenience is playing an increasing 
ly important part in the lives of mm 
icyholders. Many are willing to pay 
stiff premium for the budgeting fy, 
tion performed by insurers in payip 
for unforeseen losses. This was broygi 
out sharply in one of Nationwide 
surveys. The company asked poli; 
holders which of the health coverag, 
they would buy first if they coy 
afford it, and if they had no Ag 
First preferences indicated were hg 
pital and surgical expense, 62.8%: dig 
ability income, 25.7%; major medic 
expense (bills over $300, for exampk 
3.5%; uncertain, 8%. 


Research Findings 








Nationwide got direct evidence , 
policyholder attitudes toward dedy 
tibles in another survey. Asked whet; 
er they would favor reducing th 
fire rates by accepting a $50 dedy 
tible on losses caused by wind a 
hail, 54% said no; 19% yes, and 2 
were uncertain. 

From this evidence Mr. Rennie 
cludes that insurers have an oblig 
tion to make sure that the limits 
policies are adequate to take care 
virtually every insurable contingen 
that might arise. They must also p¢ 
form a budgeting function so long 
the administrative costs of lai 
handling do not become prohibiti 
relative to the benefits. 

Through research, Nationwide 
tried to find out whether policyhold 
would rather deal with an agent s 
cializing in one or two lines or wi 
the all lines agent. One survey w 
conducted among a sample of poli 
holders in the Columbus, O., regi 
and another among members of 
tionwide’s advisory committee of 
icyholders. Among the rank and 
policyholders in the Columbus 
less than one in four preferred to d 
with agents who specialized, one 
three preferred to deal with the 
lines agent, and 44% had no pref 
ence. Among the advisory commi 
members—presumably _ persons 
know more about ‘insurance cover 
—those who had no preference drop 
to 23%, whereas those who prefe 
all lines agents rose to 46%. 

Obviously, there is no great poli 
holder preference for the all li 

(CONTINUED ON PAGE 26) 
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Members Midwest Stock Exchange 
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“So what's six more? I’ll be saving more money than ever 


with my Provident Mutual family policy.” 


A family may grow like six-ty . . . but with 
Provident Mutual’s family life insurance, the 
premium stays the same! 


This single policy covers father and mother plus 
any number of insurable children from age 15 days 
to their 18th birthday. It’s solid, guaranteed secur- 


ity against any break in the family circle. Dis- 
ability and premium reduction features add still 
more buy-appeal. 


Here’s a policy that’s really going places. Brokers, 
and agents of companies without this policy, will 
be wise to get full details. 


Provident Mutual 


Life Insurance Company of Philadelphia 





HieNATIONAL UNDERWRITER 


Sees Many Pitfalls In One-Stop 
Sales Concept; Life Would Suffer 


The possibility of conducting life 
business in conjunction with proper- 
ty-casualty lines may be viewed from 
three standpoints, Charles Andolsek, 
vice-president of Equitable Society, 
declared in a talk at the I-Day spon- 
sored by New Jersey chapter of CPCU 


A property-casualty company may 
acquire a life company. A multiple 
line company may operate a life line. 
A life company may add general lines. 
Mr. Andolsek discussed the latter pos- 
sibility with emphasis on the question 
of whether a company such as Equi- 


lines to the coverages it now offers. 
He stressed that his views were per- 
sonal. 

The company’s agents are urged to 
devote their time exclusively to the 
sale of Equitable coverages. Equitable 
does not actively cultivate brokerage 
business for ordinary life, although it 
accepts brokerage business for group 
covers. It is the company’s impression 
that its agents generally have little 
interest in property insurance. In the 
group and ordinary field, the company 
offers many lines of personal insur- 





in Newark. table 


should add_property-casualty ance to individual or group purchasers. 





Fine prospects see this in | [ME and Newsweek 


But 
businessmen 


are not alike... 
ae 


You don’t have exactly the same goals and 
problems as any other businessman. For ex- 
ample, retaining the control and maintaining 
the value of your business after the loss of an 
owner, a principal or a key executive will re- 
quire special plans for your situation. 


Will a forced sale at a sacrifice be required 
to pay estate taxes? Will the business be 
‘“‘milked”’ to pay dividends to heirs inactive 
in the business? Perhaps untrained heirs will 
come into control and jeopardize the profits. 
Or will the business fail to provide essential 
income for your family? 


Every corporation, partnership and propri- 
etorship, large or small, is an individual situ- 
ation. That’s why Connecticut Mutual Life 
has a special business insurance department 
to help solve such problems. . . and offers 
hundreds of combinations of policies and pay- 
ment methods. The CML man near you can 
tailor a plan exactly suited to your firm’s 
needs—a plan with built-in guaranteed flex- 
ibility that can be changed as your business 
picture changes. 


To guarantee the control and value of your 
business, call on your CML man’s specialized 
business insurance service. 


Strength + Service - Flexibility 
Connecticut Mutual Life, in business 113 years, has 
offices from coast to coast. It is owned by its policy- 
holders who enjoy substantial annual dividends, and is 
. noted for its high income to beneficiaries and flexible 
policy contracts. CML is a good company for you. 


Connecticut Mutual Life 


INSURANCE COMPANY « HARTFORD 





%, * 


Hundreds of thousands of America’s best prospects for business life 





insurance read this advertisement, which appeared in full color. Among 
them are some of your prospects who have a better understanding of 
the value of life insurance in business because they read this message. 


November 7, }oq 


There has, however, been little yy 
dence of public demand for one-g, 
insurance service, Mr. Andolsek 9 
served. 


Recruiting Problem 


It seems obvious that if Equitay 
present agency force was to do a su 
cessful property-casualty busine 
with consequent greater demands y 
the agents’ time, the life busing 
would almost surely suffer sever, 
unless the company was able to 
pand the agency plant substantia) 
Such expansion would have to qq 
largely from the ranks of Seneral jj 
agents, most of whom are with We 
established real estate or brokerg 
firms. It is a matter of judgment 
to whether Equitable would be gj 
cessful in recruiting enough additigy 
full time agents to maintain its pr 
ent life production and continy 
growth, Mr. Andolsek declared. 

With regard to the problem of , 
acquisition of a satisfactory volume 
general lines business by Equitabj 
agents, he commented that life j 
surance has to be “sold” whereas p 
property-casualty lines are “boug 
because the buyer believes he p 
have them. If this assumption is y 
rect, then it would appear that 
would be a restricted “new mari 
for this business, and that most 
the volume that Equitable would 4 
quire would be taken away from pry 
erty-casualty insurers. It would 
many years before Equitable wouldg 
quire a satisfactory volume of by 
ness, Mr. Andolsek observed. 

An agent might succeed in acqy 
ing a good general lines volume, 
continued. But in his view there ij 
definite limit to the number of pr 
erty-casualty accounts that an ag 
can handle, since the demands 
service are much greater than in 
life field. The general lines busin 
would act as a “governor” on the | 
business of the agent. As his gend 
lines clients increased, his new | 
business would inevitably decre 
and ultimately reach a point near z 


Claims, Underwriting Problems 


Claims in automobile, fire and th 
lines are relatively frequent. If 
Equitable agent sold a client the 
plete line, including life, and a cl 
arose under one of the property-¢ 
ualty lines, the client would look 
marily to his agent for satisfact 
disposition of the claim. Dissatisj 
tion with the claim settlement w 
inevitably raise the threat of 
transfer of the entire line to ano 
agent or company. Another aspect! 
this situation would be the cons} 
pressures brought to bear on 
claims department for  settlem 
more liberal than justified by the f 
The larger the individual prop 
casualty account, the greater 
pressures would be, Mr. Andolsek 
clared. 

The underwriting of life in con 
tion’ with general lines—as cont 
plated in the “one stop” sale- 
sents further problems, he went 
If the applicant was a_substand 
life risk and had to pay an extra} 
mium, this might jeopardize the 
of the general lines. The appeals 
pressures on life underwriters ¢ 
become a real problem. 

The method by which general | 
are put into effect differs quite | 
ically from that of life practice 
life policy requires two “condil 
precedent” before it becomes & 
tive: Payment of the first pre 
and good health of the applicant. 
not unusual for certain of the 

(CONTINUED ON PAGE 30) 
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Policies in @ interview, 
thanks to The Travelers 
Premium Budget Plan,” 





e-- ROBERT J. SALISBURY, 
Roslyn Heights, N.Y. 


“I’m really enthusiastic about The 
Travelers Premium Budget Plan,”’ says 
Agent Bob Salisbury. “‘My prospects are, 
too, for there’s tremendous appeal in this 
new plan that lets them wrap up all their 
personal or business insurance in a single 
program and pay for it by the month with a 
single check. 


“My first Premium Budget Plan 
interview was with a young couple who 
had just moved into a new home. Here are 
the results: Automobile coverage, Home- 
owners policy, Mortgage Redemption, a 
Family Life Insurance policy, and 
Accident Insurance . . . all possible 
because premiums could be put on a 
pay-by-the-month basis.” 


MR. SALISBURY found out how effectively 
The Travelers Premium Budget Plan can 
help build premium volume. This new 
method of merchandising and financing 
all the personal and business lines of 
insurance also cuts red tape and helps 
meet competition on all fronts. And it will 
save you expense dollars in the operation 
of your office. Find out what The 
Travelers Premium Budget Plan offers 
you by writing our Manager in the branch 
office nearest you. 


THE TRAVELERS |] 


Insurance Companies 


HARTFORD 15, CONNECTICUT 
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LAA Excellence Awards 
Given To 56 Companies 


Life Advertisers Assn. members 
submitted 438 entries from 104 com- 
panies for display and judging at the 
annual meeting in Chicago last week. 
Judges representing advertising art 
and copy, public relations, direct mail, 
home office personnel, and insurance 
field representatives evaluated the 
displays and honored 56 companies 
with awards of excellence. 

Awards were made in 15 classifica- 
tions. The classes and winners in 
each were: 


MATERIAL TO MOTIVATE AGENTS 


Bankers Life 

Lincoln National Life 
Loyal Protective Life 
Massachusetts Mutual Life 
Metropolitan Life 
National Life 

New York Life 

Occidental of North Carolina 
Paul Revere Life 

Security Mutual 
Washington National 


SALES AIDS 


Commonwealth Life 
Continental Assurance 










Equitable Society 
Jefferson Standard 
Metropolitan 

National Life 

Pacific Fidelity Life 
Provident Life & Accident 
Security Mutual 

State Mutual 

Travelers 

Union Mutual 


PRESTIGE AND GOOD-WILL BUILDERS 


Indianapolis Life 

Life of Virginia 
Northwestern Mutual Life 
Northwestern National Life 
Sun, Baltimore 

Travelers 


RECRUITING MATERIAL 


Bankers Life of Nebraska 
Occidental Life of California 
Pacific Fidelity Life 


DIRECT MAIL 


Great-West Life 
Life of Georgia 


ANNUAL REPORTS AND POLICYHOLDER 
MATERIAL 


Connecticut Mutual 
Equitable Society 
General American Life 
Jefferson Standard 
Mutual of New York 
Mutual Service Life 


CONGRATULATIONS... | 


Our sincere congratulations to the petroleum indus- 
try on its centennial anniversary. 
Without oil and gasoline, our Field Men would still be 
getting around with horses and buggies, ... and with 
more than 8% million policies in force, that would take 


a lot of horses and buggies! 


THE 


=} NATIONAL LIFE 


INSURANCE COMPANY 


HOME OFFICE NASHVILLE, TENNESSEE 


New England 
Penn Mutual 
Pilot Life 

State Mutual 
Union Labor Life 


BROKERAGE MATERIAL 


Columbian National 
Manufacturers Life 


COMPANY FIELD MAGAZINES OR 
NEWSPAPERS ADDRESSED TO AGENTS 


Connecticut Mutual 
Federal Life 

Liberty Life 

National Life of Canada 
New York Life 

Pacific Mutual Life 

Penn Mutual 

Provident Life & Accident 
Provident Mutual 
Travelers 

Woodmen Accident & Life 


EMPLOYE RELATIONS 
Connecticut General 
Massachusetts Mutual 
Washington National 


NATIONAL PRINTED ADVERTISING 


Bankers Life of Nebraska 
John Hancock 

Metropolitan Life 

Mutual Benefit Life 
Occidental Life of California 
Travelers 


LOCAL OR REGIONAL PRINTED 
ADVERTISING 


Jefferson Standard 
Prudential 

Shenandoah Life 

Standard Life of the South 
Washington National 
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General American Life 
Industrial Life 
Penn Mutual 
State Mutual 


PUBLIC RELATIONS 


Bankers Life of Nebraska 
Golden State Mutual Life 
Home Life, New York 
Lincoln National Life 
New York Life 





GROUP COVERAGE Feder 
Bankers Life of Nebraska under 
Confederation Life lating 
Connecticut General r 
Massachusetts Mutual adver 
New York Life that 1 
Provident Life & Accident ore 
PERSONAL A&s ulatio 

Great-West Life 
Life of North America preme 
Paul Revere Life ern Ul 
Provident Life & Accident The 
= of the 
trol a 


General American Reduce 
Women’s Rates Up To 15% 


Premium reductions up to 15% 4 
women have been made by Gere 
American Life on its two leag 
basic policies—Econolife and Egg, 
master. The reductions amount toa i 
year age setback and are in recognit 
of lower mortality on women. 

Econolife is an ordinary life pojgtitutic 
issued in amounts from $5,099 gneithel 
$15,000. Economaster is endowmen; gation 
90, and is available in amounts frg The 
$15,000 up. Both are available y 
or without return of premiums, ; 
the reduced premium rate appl 
whether or not the return feature §the bri 
selected. 

The company has issued a spe 
new rate book containing premiyg/i 
and values for women’s coverage yj 
der the new setup. 























Heads Hancock GAs Gr 


Edward E. Beason, ghz 
Ala., was elected president of J 
Hancock’s General Agents Assn. at 
annual meeting in Hershey, Pa. 

Other officers elected were Willi 








vice-president; Harold Pratt, 
York, treasurer, and Ray J. Havathe dey 
Los Angeles, secretary. Comr 


Directors elected were George Plange tate : 
jpeording 






New Haven, and James Thropp, Hq 
olulu. 










Bankers National Life Paid-For 


Ordinary Gains 98% In Septemb 
Bankers National Life’s paid-for | 











an increase of 98%, and for the fi 
three quarters totaled $41,292,437, 
33% increase. Total new business, 
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M. West Actuary-Consulting Firm $250bgainst 
M. West Life Agcy. Director $180n July 
N. West Life Company Gen. Mgr. $16,0#raternal 
South Life Supv. (no trav.) $10,0qPonstitut 
M. West Life Underwriter $ 90gtmenta 
East Group Credit Admin, $34, nur 
N. West Group Representative  $ 81 Finetr 1 
M. West Group Underwriter $6 the at 


issione1 


These listings typical of Life—A & H—Firep 
Casualty positions in all sections of countt§,. 
Confidential handling of all inquiries. Wa 
for ‘HOW WE OPERATE’’—no obligation 
register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIV! 
HArrison 7-9040 
330 S. Wells St. 






oper 
Add 10 ( 
Directo 
Fipdded 10 

end pay: 
Chicago 6, Ov. 16, . 
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*american Health Insur 
present agencies, is growing on 
In 13 other states it 


program. 
agencies—Ohio is next—and as elsewhere, We expect 
to do a good job and a big one. growth of his business. 
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local reputation. We know, from our b 

20 years of sound, specialized experience, that people learn more about t 

like best to do business with a home town business have to offer now --- in Ohio. 

man. To be an American Health Agent you must owhere there's a will there's a way:" 
aod th bill—with Coe integrity and Write for our booklets, “The American Health 
cgene Story” and “ Automatic Progression Program.” A 
The company and agent who specialize sound, secure, profitable career is available to the 
in personal and family insurance serve the public man who has the will. - - for here is a Way: Write 
best. By specializing, the company can give its direct to Agency Department, AMERICAN HEALTH 
policy owners better value, better coverages better INSURANCE CorPORATION, 300 St. Paul Place, 
service. As a specialist, the agent can develop his Baltimore 2, Md. 
professional skill, with sufficient time devoted to our repre s entative wit! be in Ohio 
administering service. American Health <i? pi in the weeks ahead. Inquire promptly an 

carefully seleck that you may be included in his plans. 
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TWO NEW 
LOW-COST SYSTEMS 
IBM 1401 CARD... 
IBM 1401 TAPE 


with stored program 


speed and ability 





Never before has so much powerful data processing ability 
been built into such low-cost systems! For in these two new 
IBM 1401 Systems you get features previously found only in 
the larger data processing systems. With 1401 Systems fewer 
machine units do more jobs . . . at higher speeds . . . with 
greater accuracy and reliability . . . at lower job cost. 


To assure you of more production per data processing dollar, 
IBM’s concept of Balanced Data Processing gives you com- 
patible input, processing and output speeds, backed by 
unequalled customer service. Drawing on all the experience 
gained in developing the world’s largest and fastest computers, 
these low-cost 1401 Systems bring you these large computer 
features: 

Solid State Design —and transistorized throughout to give 
you a compact system with greater accuracy and reliability. 
This powerful system involves no special construction .. . 
no air conditioning. 

Stored Program—gives you the fully automatic processing 
of electronic systems. It is the key to simplified, economical 
operation. Completely flexible, a stored program permits you 
to switch easily from one type of job to another. 


Magnetic Core Storage—the most powerful type storage 
available. To increase this power even further, the core memory 
of the 1401 accepts variable-length data and instructions, to 
permit the storage of only useful information. Choice of 1400, 
2000, or 4000 positions of storage means you select the size 
storage to suit your needs. 


High-Speed Printing—these 1401 systems feature an exclu- 
sive new concept of printing. A horizontally rotating chain prints 
high-quality, perfectly aligned copy. A dual-speed carriage 
permits printing at the rate of 600 lines a minute, skipping 
blank paper at 27,000 lines per minute to produce more docu- 
ments per dollar. Completely flexible editing and print format 
is provided by the central processor. 


Your local IBM representative will explain the many applica- 
tions and unusual features of the new 1401 Systems. Call him 
today. These systems, like all IBM data processing systems, 
may be purchased or leased. 


BALANCED DATA PROCESSING 
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1401 CARD SYSTEMS 


These stored program systems now bring the power of elec- 
tronics to IBM card systems. They automatically handle the 
work of accounting machine, summary punch, and calculator, 
but at far greater speed, and with more flexibility and accuracy. 


Input is faster—IBM cards are read into the system at the 
rate of 800 per minute. Data is processed automatically under 
stored-program control. Manual card handling is minimized. 


Output is faster—documents are printed at the rate of 600 
lines per minute, cards punched at 250 per minute. The system 
will turn out, for example, as many as 230 checks in one 
minute—again, more documents per dollar through Balanced 
Data Processing! 


Thru-put is faster—data flow is automatically checked for 
accuracy and speeded all along the line. A unique Card Read- 
Punch combines card input, output, and summary punching 
functions. Five radial stackers accept cards that are selectively 
separated under stored program control. 
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1401 TAPE SYSTEMS 


IBM 1401 Tape Systems give you added power through use 
of up to six magnetic tape units. These units feed data into the 
system at the rate of up to 62,500 characters per second .. . 
record processed results at this same peak speed. 


1401 Tape Systems are also extremely valuable as off-line 
auxiliaries to large data processing systems. They can edit 
tapes prepared for larger IBM systems. They make possible 
a tape-oriented IBM 7070 configuration that provides higher 
speed input and output and makes for job cost improvement. 


When tape units are added to 1401 Systems, you get greater 
flexibility and storage advantages, too. IBM tapes provide 
extremely compact storage of variable-length records—the 
equivalent of 129,000 IBM cards on a single reel. Tape records 
can be of variable length, and are read into and out of the 
system automatically. Also, tapes can be erased and re-used 
to minimize your record-keeping costs. 
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Profit-making ideas for agents with 
generalized, specialized, or combined 
talents were presented at the St. Louis 
sales congress sponsored by Missouri 
Assn. of Life Underwriters. 

“Some of you may believe that you 
must specialize to be successful in life 
selling. I do not,” declared Huston R. 
Hall, Metropolitan Life, Oklahoma City. 

“In the medical profession there is 
far more need for the general practi- 











St. Louis Sales Congress Has Pointers 
For General Practitioner, Specialist 


tioner than the specialist. The same, 
I believe, is true in our business. While 
a specialist may take care of 3% of 
the population, 97% need my services. 
I specialize only in service, and with 
that as my specialty, and with a 
bedside manner filled with ambition, 
desire and good will, I have built a 
successful practice. With those requi- 
sites as a basic part of his practice, I 
believe any man can succeed.” 


HeNATIONAL UNDERWRITER 


Mr. Hall said that agents must ac- 
cept the time-tested sales tools pro- 
vided by their companies, because 
these proved procedures have been 
tested by men who are “much smarter 
than you or I.” He then emphasized 
his basic philosophy—professional serv- 
ice to clients and potential clients— 
adding that the only reason he exists 
is to serve his fellow man and that a 
price tag must not be placed on 
service. “When you give real service, 
sales follow as the need exists,’ he 
declared. 

He said he sets two goals: volume 















































Home Office gallery. 


LIFE 
ACCIDENT ¢ SICKNESS 
GROUP MEDICAL 
HOSPITAL ¢ SURGICAL 





by Walter Haskell Hinton which portray little-known events in the life 
of our Country's first president, George Washington. 

A booklet containing full-color reproductions of all eleven 
paintings is available upon request. In addition, we hope you will 


visit us and view the original paintings which hang in our 


auhinig mon Vational 
INSURANCE COMPANY — 
EVANSTON, ILLINOIS : 






cso 


ARCHITECT'S SKETCH OF OU 


Young 
Surveyor 


In his early life George Washington 
showed an aptitude and love for 
mathematics which later proved 
invaluable to him. In 1748 at the age of 
16 he surveyed the land holdings of 
Lord Fairfax in the Shenandoah Valley 
and Blue Ridge Mountain areas 

of Virginia. 





This reproduction is one in a series of eleven original oil paintings 
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and premiums. “If you want to Write 
a million dollars set your goal for alte 
million dollars. Then break it down ty il 
$90,000 per month, $20,000 per Week 
and $5,000 per day. If you will do this 
it becomes more real each day, ang}. 
you obligate yourself to do it,” he said. 
Mr. Hall said he uses package Selling 7 
to cover various needs such as educa. f 
tion, mortgage, emergency and retire. 
ment funds. He said he sells a go f 
volume of term but believes it is Z00d eee 
only if sold on a firm commitment , f- 
future conversion. “This is the only 
way it will be of real value to pf 
clients, who are generally business and , 
professional people, to whom I gg 
larger amounts of insurance.” : 
Daniel H. Coakley, New York Lig [. 
Boston, stressed the need for prope »> 
work habits and personal discipline inf” 
sales production. Time control, he saiq 
has been chiefly responsible for hj 
ability to sell from $1 million to $2 
million every year since 1950. He saigh 
he doesn’t waste his production time, 
on routine duties. If he wants any.f 
thing from the office, he has his secre. hin 
tary bring it to him, gladly paying thebver th 
taxi fare for the time he has savei} Howa 
tender 
egion, s 
If life agents really feel about lig§ Clayn 
insurance as they tell their clients, h perinter 
said, then they should own more cifm™ Tee 
such protection themselves. “I owjpestern 
more life insurance and pay moregéent fo 
premiums than the people I call on’} Rober 
he remarked. tender 
Mr. Coakley advised agents not tgpitice, b 
wait until they become CLUs befor! Sale 
trying to sell business insurance. Hep" 
said he was not a CLU but he full BC 
realized the value of knowledge ij S@le 
this business, and he said he did a lof'®T0P° 
of informative studying. egions | 
Describing himself as a “shotguftchan 
artist,” Mr. Coakley said, “I let go a James 
everything. I use all of the deductibl ent for 
things—group, corporation and pen nities 
sion trusts. I sell business life insurf/?VS* 





















Should Have More Themselves 



















ance, health and life, group, pension toy 
profit sharing, a $25,000 package plaj Santo 
in personal cases... I’m a genera streng 


practitioner but my clients think the 
I am a specialist.” 
Life agents do not call on thei perviso 
customers close enough, he said, adifrrice an 
ing that he sends out 300 tax lette art of | 
each month to selected clients. ) prom 
“One-stop-selling is not a new Pht owth a 
romenon but a concept that has beg 
with the industry a long time, accorig*ntinue 
ing to Vice-president Rex H. Anders{Regiona 
of Life of North America. He said thifank B 
115 fire and casualty companies Waller w 
now in the life field, and Travelers at@ptro) oy 
Aetna have been selling life as Wéntral re 
as property and casualty lines ff Nameg 
many years. gional s 
e centra) 
DW a su 
One-stop insurance selling can ng¢ home 
be compared wholly with super magdlager ¢ 
kets, Mr. Anderson said, though ti. 
super market concept does apply to In the | 
degree. “Super markets and the ngélonal s 
tional: chain stores operate on tf les R 
basis that the man or woman ie to 1 
buys one product in the store could! ndent ¢ 
made to buy other things if the meg” oanag 
chandising technique is proper. On tf” eded 
same basis, I believe, the people Wf inten 
buy life insurance for the agency 4 
has the fullest contact with them, 4 and 
which, of course, has their confidence a 
The property and casualty agent If os - 
a greater interest in life insuranf™ ‘vis 


anizatio: 
net bet 


Concept Applies To A Degree 

















than ever before. Life insurance sellij ‘ gy 
to a great extent is a key to hold aha . 
other lines of insurance. A life dep 2 Sg 
ment can increase the property ag¢ ey ma : 


volume of business without too muh 
extra expense, since the life compa, 
(CONTINUED ON PAGE 21) 
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it to Write 
i done NE Are Pro d In M 1 Of New York’ ivisi 
ivcoms\neteen Are Promoted In Mutua ew York’s Sales Division 
per Week 

vill do this yutual of New York, in an exten- 
day, and fi. nationwide realignment of its 
t.” he said, re staff and organization, has es- 
‘A8e selling Fished two new sales regions and 
aS educa. fF moted 19 members of its sales de- 
and retire. Htment, including six top execu- 
lls @ g00d fies, The changes become effective 
Sit is good fe 1. 

mitment of The new regions are the New York 
S the only} iropolitan, which will embrace 18 
ue to myfoncies in southern Connecticut, east- 
usiness ani, New Jersey and Greater New 
nom I selfs, and the southwestern, covering 
agencies in nine states. These will 
ve the company a total of seven sales 
sions, including Canada. 





York Life 
for proper 
liscipline ip 
rol, he said 
ble for his 
illion to $2 
50. He said 
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p Promotional Changes 





Top promotional changes are these: 
James S. Bingay, regional vice-pres- 
yent for sales in the western region, 
eomes 2nd vice-president for sales. 
wants any-He will have charge of the sales ad- 
is his secre binistration division and supervision 
paying thebyer the western and central regions. 
has saved} Howard E. Barnhill, regional super- 
ntendent of agencies in the central 
ves region, succeeds Mr. Bingay. 

1 about lif Clayne Robison, now regional su- 
htintendent of agencies in the south- 
tm region, will head the new south- 
vestern region as regional vice-pres- 
dent for sales. 

Robert U. Shallenberger, a super- 
ntendent of agencies at the home 
ents not topttices becomes regional vice-president 
“LUs befor! sales in the new metropolitan re- 





ae se 





Pictured with three of Mutual of Stanton G. Hale, vice-president for Donald Rave, assistant director of field 
New York’s top command are most of sales; Roger Hull, president; J. McCall training; Lou Buenz, regional super- 
the group of 19 in the sales department Hughes, executive vice-president; E. intendent of agencies'in the western 
who have been promoted, effective C. Danford, 2nd vice-president sales. region; John Mahon, superintendent of 
Dec. 1: seated, from left, Robert U. Standing, Joseph Melly, director of agencies; Richard Borah, director of 
Shallenberger, metropolitan New York contracts and compensation, Paul special markets; Clarke Williams, su- 
regional vice-president; James B. Mc- Brower, director of field training; perintendent of agencies; George Nor- 
Afee, 2nd vice-president for sales; George Brown, director of recruiting; wood, superintendent of agencies. 






























r clients, he 
vn more of 
es. “I 

pay more 
I call on’ 









Need a GOOD 


pion. 
es EC. Danford, 2nd vice-president 


aes! =  jpor Sales, will add supervision of the ‘ : 7 
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egions to his present direction of the 
nerchandising division. 

James B. McAfee, 2nd vice-presi- 
ent for sales and head of the man- 
ower and management division, will 
upervise the southern and southwest- 
regions. 

Stanton G. Hale, vice-president for 
dkles, said these changes are expected 
p strengthen the field supervisory or- 
anization and provide for closer con- 
pct between agencies and _ regional 
pervisors and between the home 
ffice and the field. They represent / 
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) tax letter of Mutual’s long-range program 


ia More than seventy years specialized experience 
: ne promote the continued, healthy : 

- a eet of sales volume. in the A & S field. 

ime, accor@°ntinue In Present Posts 


H. Anders Regional vice-presidents D. D. Briggs, 
He said thank B. Jackson and Edward E. 2 


mpanies Waller will continue to have direct 


. The widest line of policy coverages in any one 
ravelers Mpitrol over the southern, eastern and 
life as Wintral regions, respectively. company — anywhere. Fs 


y lines f Named to succeed Mr. Barnhill as 
gional superintendent of agencies in 
av e central region was Donald J. Mertz, 


PW a superintendent of i e ee . 
ing can ofe home office staff and a former 3S Sales aids and training assistance to enable you 
as ee ene: cf the Chicago agen- to produce in volume and with confidence. 
s apply tof!n the western region, the present 


and the ngsional superintendent of agencies, 


twParles R. Murrah, is being trans- ° ° . ° ° 
eS Me the home attice as 2 super To get full details without obligation write: 
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16 Items Of Improvement In Texas 
Regulation Cited By Penn Jackson 


The current status of insurance reg- 
ulation in Texas under the drastically 
revised system established by the 
legislature beginning in 1955 was re- 
viewed in detail by Penn J. Jackson, 
chairman of the State Board of Insur- 
ance Commissioners, in his address to 
the annual meeting of National Assn. 


of Mutual Insurance Companies at 
Dallas. 

A few years ago Texas was plagued 
by a rash of insurance company fail- 
ures, caused, Mr. Jackson said, by le- 
gal loopholes, poor regulation, and the 
presence of a considerable number of 


promoters. 


Legal loopholes were closed by laws 
enacted in 1955, 1957, and this year. 
“Generally speaking,” he said, “our in- 
surance laws are in much better order, 
and, if properly administered and en- 
forced, will not permit the recurrence 
of the unhappy events of the past.” 

The old board of insurance commis- 
sioners was reorganized in 1957 into a 
new State Board of Insurance, consist- 
ing of three members, who have the 
assistance of a chief executive and ad- 
ministrative officer called the com- 
missioner of insurance, appointed by 
and working under the supervision of 





A case for 


4ETNA LIFE’S 


BUSINESS PLANNING 


SERVICE 





Yaw TNA LI F E INSURANCE COMPANY 


Affilictes: ATNA CASUALTY AND SURETY COMPANY © STANDARD FIRE INSURANCE COMPANY © Hartford, Connecticut 


You know this company well . . . they're hiring 
men .. . they're expanding. You know the two 
ambitious partners, Stu Nelson and Jay Cox. Per- 
haps you provided the needed insurance cover- 
ages for their business property. 


They used foresight then . . . but have they 
planned for the future of the business should 
death strike? They are perfect prospects for an 
4A&tna Life Business Insurance Plan. The Business 
Planning Department of a nearby A&=tna Life 
General Agency stands ready to help general 
insurance men develop and sell these 


substantial cases. © 


Check your files for companies 


(and men) like these, 
today! 





Ailes es Hartford 15, Conn. 






Service to General Insurance Men 
“Compass” is a monthly A®tna Life service pub- 
lication written especially for general insurance 
men and brokers. It points out unusual opportu- 
nities for building commissions and for cementing 
relationships with your clients and their attorneys 
and accountants. To receive your copy regularly 
write: “Compass”, AStna Life Insurance Company, 
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the board. The board is vested with as | 
legal regulatory power, but the com 
missioner administers the departne 
and applies the law and the ° 
and policies of the board. The holt 
determines policy, makes rules ki 
rates, and hears appeals from deri 
sions of the commissioner. 
The new board has been in pat 
since June, 1957. Mr. Jackson regis, 
some of the significant accompliglv 
ments of the past two years, enymel? 
ating 16 items. Several of the chang 
he mentioned offered hints of the g#@ 
ficult problems which still echo ip 4 
Texas legislature and the Newspg 
pers. 











Reorganized Into One Unit 


—The department has been req 
ganized into one integrated unit, 10 
der the old law it had operated ; 
three more or less separate comp; - 
ments. The new organization, he sq 
is centrally administered and clog 
coordinated, headed by the board, 
ministered by the commissioner ala 
divided into six divisions with apy 
priate sections and units. All quga 
tions of divided authority have he 
entirely eliminated. 

—The three-member board acts o; 
as a unit, no individual member J 
authority to decide any question, q 
individual lobbying with board ma 
bers has been eliminated. All ¢ 
dence, argument, and persuasion m 
be presented to the board as a wh 

—A systematic and complete set #, 
procedural rules, of which anybo 
can have a copy, has been prom 
gated. Persons having problems to m 
sent to the board or the commission 
can know in advance what their rigt 
and the procedures are. The bo: 
holds public hearings on all importa 
matters. Any interested party has 
right to call for a public hearing. “} 
find that this system of public he 
ings brings this public business into { 
open and enables us to hear both sid 
at the same time and has improy 
the quality of our decisions as well 
improved public confidence in 
fairness of our actions.” p. 


. 


* SO 


| 


No Favoritism 


—The board does not play poli 
or favoritism toward any compa 
type of company, or individual, 
Jackson declared. 

—‘In keeping with the law @ 
good ethics and practices,” he s# 
“we do not receive or permit any 
our employes to receive any gifts® 
favors from anybody in the insura 
industry—no meals, no hats, no ti, 
It is our belief that those cha 
with regulatory authority should ne 
be under obligation to those they 
ulate.” 

—Good personnel practices hg 
been set up. A complete job classiff 
tion plan has been made of every § 
sition. Employment and promotion 
personnel is on the basis of abi 
and achievement. ; 


Better Examination Division 


—Great emphasis is placed on | 
building of a better examination ¢ 
sion. The practices and procedureg 
selo-t train and suvervise examily 
and the examination methods of 
department have been revised 
modernized. “For the first time 
many years examinations are 
made as frequently as the law 
quires.” Corrective conferences 
measures, Mr. Jackson averred, 
saved a number of companies frem 
ing on the rocks. “I take pride in 
ing you that with 1,836 companies 
ing business in Texas we have 

(CONTINUED ON PAGE 31) 
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AMERICAN BANKERS LIFE 
HAS JUST ENTERED WISCONSIN 


OVER $280,000,000 IN FORCE 


THERE IS A REASON 
FOR OUR PROGRESS 


Write or Wire Concerning Your Opportunity 
in This Dynamic Sales Organization 


RAYLEN CORPORATION 


Raymond H. Collins, Regional Director 


3107 North 77th Street 


Milwaukee 16, Wis. e UPtown 1-5060 
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Waco, 


200 Attend Waco Sales Congress 


Two hundred agents attended the 
congress to. hear 
speakers tell how they got ahead in 
selling. The meeting was sponsored 
by the Waco, Austin, Central Texas, 
and Heart O’ Texas associations. 

The agents were warned by Charlie 
H. Flowers, American General Life, 
Marshal, against taking too literally 
the sales ideas of speakers, and he 
illustrated some that had backfired. 
A business prospect, when asked how 


Tex., 


sales 





FieNATIONAL UNDERWRITER 


for a salesman, he said. People buy 
life insurance from the agent, not from 
the company. 

Attributes which Mr. Flowers 
thought were essential to successful 
selling were: organization, an optimis- 
tic outlook, and goals. 

Thomas A. Morris, Amicable Life, 
Abilene, told how he plans his work 
so that he has somewhere to go every 
hour. When a prospect is out he calls 
on another in the same part of the 
city. This, he said, enables him to see 
eight to 10 people a day, have three 
interviews, and make one sale. 


she would like to be a partner in 
business with her partner’s wife’s sec- 
ond husband, replied “I would like 
him better than her present husband.” 
Tilting a fountain pen on a board so 
that the prospect would grab the pen 
to prevent its falling may be clever, 
but Mr. Flowers knew of an adamant 
prospect who let the pen fall and did 
nothing about it. 

Personality, that “total impression 
you leave upon people,” is essential 
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SECURITY IS 
OUR PRODUCT 
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are you 


HALFWAY 
PROTECTING 


your 
agency’s 
future? 








The best protection for future growth is to offer insurance 
competitive in form and price. The Security-Connecticut 
Group offers all forms of personal and business insurance, 
including life, accident, fire, casualty, group, automobile, 
marine, bonds. You can choose insurance designed to 
meet realistically the competition of direct writers. 


Guarantee yourself a better future — take the first step 





by writing today, and judge for yourself what TODAY’S 
Security-Connecticut Group can offer you. 





This fascinating booklet contains every 
important missile in the U. S. arsenal — 
each one in full color, identified by name, 
mission and manufacturer. And it’s a 
treasure-trove of facts about up-to-date, 
streamlined insurance for every need too! 
Your clients will want this dramatic, use- 
ful booklet — tuned to our times, tailored 
to their needs — send for it now! 





Multiple line stock company handling all forms of personal and business insurance including Lif 
Fire ¢ Casualty ¢ Group ¢ Automobile « Marine o Senda. , , ee nee 


THE SECURITY-CONNECTICUT INSURANCE GROUP 


SECURITY INSURANCE COMPANY OF NEW HAVEN 
THE CONNECTICUT INDEMNITY COMPANY 
SECURITY-CONNECTICUT LIFE INSURANCE COMPANY 


HOME OFFICES: NEW HAVEN 5, CONNECTICUT 
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Mr. Morris said he doesn’t like gj 
use the telephone because he myff on 
see the prospect to make a sale. 
said he works without appointmen, 
to avoid losing time when the Prospeeif rt 
stands him up. 

He suggested that interviews }, st. I 
limited to a half hour. To do this 4,2 the 
social portion of the interview mugf""" 
be brief because it is easy to ruin pf 1958 





interview by visiting too long , the fut 
opined. carroll, 
rector 3 


After delivering a policy, Mr. Mog“ 
ris said he writes a letter to the jy, institut 
sured expressing appreciation for 4,# its a 
sale. The letter is in longhand, maj | 
ing the message more sincere. Farm 

Income from renewals was descrip ther € 
as being “green grass” by Frank ppiellow, | 
Falkstein, Prudential, Houston, pgpreside 
said that renewal commissions frplife of 
the fifth to the tenth year double gjdent a 
the average producer, but he wonder uaran' 
why agents should content themselyspnd Ro 
with being average. onvent: 

Not one person in a thousand knoy E 
















difference between acceptance and 
jection. That is why thousands Ami 
people flock to Pike’s Peak while #¢ 
nearby, higher mountain is ignorg§Paul Re 
why Paul Revere, courtesy of a Longflincoln 
fellow poem, gets credit for spreadinglUnited « 
the news that the British were conindepen 
ing, although he was really in prisgCharles 
while a companion who escaped spreag Drawi 


the news. mas pre 
id 
Don’t Fear Making Mistakes rym 


He urged agents not to rush, tpresent 
know where they are going and ngpmall on 
to be afraid of making mistakes. Babgious gi 
Ruth and Cy Young made outstanddackages 
ing baseball records, because theghe Ame 
were not afraid to make mistakes, hputlived 
said. reased | 

The need for life insurance to profiinary, | 
vide imcome and maintenance of @hespeal 
standard of living was portrayed bh 
Stanley E. Martin, State Mutual Litf@”¢ Cl 
Dallas. Many i 

Oliver E. Meadows, veterans ingfase of \ 
surance committee, Washington, D.Ciety for 
described the agitation to reopen thémphasis 
national service life insurance proferm, or 
gram. He warned that unless agenign basic } 
support the committee, proponents @ Industr 
the plan will succeed in getting NSI5 years 
reopened. ruggle f 
— ut has ¢ 

remium 


Pan American Names |; nat: 
Anderson To Two Postsf‘s «rai: 


Jack R. Anderson has been appointe mh 
assistant vice-president and genera, 9% 
claims manager of Bai 
the Pan American 
group. Mr. Ander- 
son was formerly a 
regional claims 
manager and su- 
pervised claims for 
a company in an 
area generally the 
same as the 14 
states in which . 
Pan American op- a 
erates. Jack R. Anders¢ 


Prairie States Of S. D. 
































































Completes Sale Of Stock ep 
Sale of $1 million of stock has bein secre 
completed by Prairie States, 4 D@president ; 


life company of Sioux Falls, Seow, Pas 
which began writing business “Mutual, se 
month. The company, headed by Ft Standin; 
ident Raymond Dana and Executifite: Faw; 
Vice-president Arnold Snortland, ble Life 
limited its operations to South D@sfareay Li 
ta, but plans to expand to other stal4Recutive 
later and to eventually enter A&S. tember, j 






































































aber 7, 195 }0 vember 7, 1959 


= henson Fear For Industrial’s Future, 
=(grroll Advises IHOU At St. Louis 


ippointmens 

the Prosperf 

tervie sT. LOUIS—Despite a slight decline Originally intended primarily for in- 

» do al in the total in-force amount of indus- dustrial workers, it now serves thou- 

view Tl ial, oF weekly premium, insurance sands of policyholders who are not in 
Mus in 1958, there should be no fear for the industrial class. A better term for 

ane future of this business, Cecil B. it is simply “weekly premium insur- 


y to ruin 
” “carroll, vice-president and agency di- ance,” he said. 
Mr. Carroll then outlined some of 


y, Mr rector for Independent L. & A., told ling ) 
. 4 t} Mer institute of Home Office Underwriters the defining characteristics of this 
fe. Ps bg at its annual meeting here last week. type of insurance. It is usually issued 
ghand OF thy | M. Spear, vice-president State in amounts of not more than $1,000 on 

Be. one contract. Premiums are collected 


ore, am Life, was elected president. , 
vas descrihes Other elected officers: John D. Rocka- weekly by an agent. Because of this 
oy Frank plow, Pacific Mutual, executive vice- service, the premiums are higher for 

; this type of protection. In most in- 


Iouston, y4president; Clyde R. deHass, Equitable I ; 
"  “hife of Washington, D. C., vice-presi- stances, it is sold by premium size 


r double jent and editor; Harold A. Munson, ‘rather than face amount. The age of 
he wonde “cuarantee Mutual, secretary-treasurer, the next birthday is used rather than 
t themenil ind Robert M. Kidd, Ohio National, the age of nearest birthday. Double 


indemnity and dismemberment pro- 
visions are often built into the con- 
tract and included in one premium. 
Most contracts are issued non-medi- 
cally and less underwriting restrictions 
are involved. 


Lists Growth Factors 


onvention secretary. 
ame Executive Committee 
Rev. Charly 


er of Waci Members of the executive committee 
n makes there Wallace Bidelman, Farm Bureau 
ance and mfiife of Des Moines; Ira A. Dryden Jr., 
housands pimicable Life; A. O. Konigson, Luth- 
eak while geran Brotherhood; W. Ronald Marshall, 
is ignorePaul Revere Life; Douglas E. Nickens, 
y of a Lonlincon Income Life; R. S. Wagner, 
or spreadigUnited of Omaha; Edward A. Watson, 
1 were confindependent Order of Foresters, and 
lly in prisofCharles A. Will, Guardian Life. 
caped spreaf Drawing an analogy between Christ- 
mas presents and insurance, Mr. Car- 
oll said that while it is characteristic 
eS of human nature to open the large 
to rush, present first, it is possible that the 
ing and npmall one will contain the more pre- 
stakes. Babgious gift. Life insurance in small 
le outstandPackages has made its contribution to 
ecause theghe American way of life. It has not 
mistakes, hgutlived its usefulness: despite in- 
reased interest in monthly debit or- 
ance to proginary, or the higher cost of living, 
nance of @he speaker said. 


ort 
te: vt ve Chronic Volumitis 


usand knoy 


Some of the many factors which 
have contributed to the growth of 
weekly premium insurance are, first 
of all, its liberalized policy contracts. 
Many of the features of these policies 
are almost indistinguishable from 
those of an ordinary policy. Also, the 
death benefit is occasionally paid in 
10 or 20 equal monthly payments, he 
noted. 

Liberalized underwriting procedures 
include credit reports which are se- 
cured on a spot check basis, particul- 
arly on older applicants. Another vital 
factor is improved sales forces. Com- 
panies today emphasize training the 
debit agent, Mr. Carroll said. 

There will always be a market for 
this product, the speaker asserted, and 
those concerned for it must continue 
to dedicate themselves to the task of 
promoting its growth. 

Archibald C. Wilson, reinsurance de- 
partment medical director of Connecti- 
cut General Life, discussed various 
investigatory and underwriting aspects 
of respiratory conditions. 

Chronic degenerative disorders are 
particularly difficult to appraise, Mr. 
Wilson said. This is because their ex- 
tent and the rate of their progress 
cannot readily be measured. By no 

(CONTINUED ON PAGE 25) 


Many in the business have a chronic 
eterans ingase of volumitis. There is such anx- 
ngton, D.Ckty for volume that more and more 

reopen th¢mphasis is being placed upon group, 
Irance prem, or credit insurance, rather than 
nless agenifn basic plans, he said. 
oponents q Industrial has been marketed for 
etting NSI405 years, Mr. Carroll stated. It had to 

Tuggle for existence in the early days, 

ut has climbed to an annual written 
. remium of approximately $40 billion. 
ames 0 matter how it is termed, it is sold 
) Posts sis ordinary, but in smaller packages. 


N ApPOINtefamm vs 
nd gene a 


a 
es 


ock Officers and executive committee of Institute of Home Office Underwriters 
ped at St. Louis convention. Seated: Robert M. Kidd, Ohio National, conven- 
k has pes h secretary; Clyde R. deHass, Equitable Life of Washington, D. C., vice- 
8, a aa ‘sident and editor; I. M. Spear, State Farm Life, president; John D. Rocka- 
‘alls, w, Pacific Mutual, executive vice-president, and Harold Munson, Guarantee 
siness | “y wual, secretary-treasurer. 
d_ by fit Standing: Douglas E. Nickens, Lincoln Income Life; Charles A. Will, Guardian 
Execul"ife; Edward A. Watson, Independent Order of Foresters; Ira A. Dryden, Ami- 


riley ‘ le Life; W. Ronald Marshall, Paul Revere Life; Wallace Bidelman, Farm 
yuth al ‘au Life of Des Moines, and R. S. Wagner, United of Omaha, all of the 
other ‘cutive committee. A. O. Konigson, Lutheran Brotherhood, also a committee 
- A&S. mber, is not shown. 
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~ out in front © 


A Bankerslifeman is our contact with the public. The impression 
he creates is a reflection upon himself ... our Company . . . and 
the entire insurance industry. He is truly the man who is “out 


in front.” 


This is why we carefully choose and thoroughly train every 
Bankerslifeman. He is taught to take a professional view of his 
work—service becomes his watchword. He is given a thorough 
knowledge of life insurance and its many uses so he may have 
both the desire and the skill to give competent counsel and 


service. 


A Bankerslifeman knows he is “out in front” in another way— 
he knows his Company is one of the true pioneers in developing 
new ideas to fit the changing needs of the public. He is proud te 
say he was the first to carry the now popular Guaranteed Pur- 


chase Option and the Wife Protection Rider in his brief case. 


BANKERS COMPANY 


DES MOINES, IOWA 








SUN LIFE 


a 
progressive 
company 
ma 
progressive 


ndustry aan ae a 
ie ald ed hb ye we itatel 
SUN LIFE ASSURANCE COMPANY OF CANADA 
$8 BILLION LIFE INSURANCE IN FORCE 
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Fla. Bankers Say Old 
Line Companies Seek 
Credit Field Foothold 


Florida Bankers Assn., at a hearing 
called by Commissioner Larson in 
Tallahassee to determine whether 
credit life rates should be regulated 
and at what level, said old line life 
companies were seeking a foothold in 
the credit business they formerly ig- 
nored and were thus trying to shove 
out the banks. 

Although giving no immediate de- 


HteNATIONAL UNDERWRITER 


cision at the hearing, the commissioner 
recently suggested that the prevailing 
credit life rate of $1 per $100 be re- 
duced to 64 cents per $100. 

While the bankers’ association op- 
posed any regulation of rates, spokes- 
men for life companies, including 
Prudential and Gulf Life, endorsed the 
commissioner’s suggestion, and in turn 
drew the fire of the bankers’ group. 
More Weltare State Measures 
Coming, Milwaukee Agents Hear 

More welfare state legislation which 
will provide further government com- 


petition with free enterprise was pre- 
dicted by William S. Hendley Jr., 
president of NALU, at the October 
meeting of Milwaukee Assn. of Life 
Underwriters. He said the insurance 
industry is doing a good job in provid- 
ing medical benefits for the aged, but 
because the job was not 100% com- 
plete, the government, through the 
Forand bill, is trying to take over. 
Insurance men have supported the 
original concept of social security as 
“floor protection,’ but some legisla- 
tors are trying to substitute social se- 
curity for private savings. 









STATE MUTUAL Announces 


A New Liberalization in 


GROUP RETIREMENT 
DEPOSIT ADMINISTRATION PLANS 


INTEREST GUARANTEE EXTENDED. 3% interest guaranteed on Deposit 
Administration funds extended from 5 years to 10 years on deposits 
made during the first 5 years. 234% interest guaranteed thereafter 
on these funds, with accumulated interest, until used to purchase 
retirement benefits. 


NEW LIBERAL PURCHASE RATES. Rates guaranteed on monies depos- 
ited during the first 5 contract years, together with the interest 
thereon, are based on the 1951 Group Annuity Rate Table, set back 
1 year for males and 6 years for females, with 3% interest for re- 
tirements during the first 10 contract years and 234% interest for 
retirements thereafter. In both cases, rates include a 5% loading. 


NEW FLEXIBLE CONTRACT CHARGES. New maximum contract 
charge of $750 is reduced by 1% of annual deposits over $25,000. 
There is no contract charge for any year in which the deposit is 
$100,000 or more. 


The State Mutual group representatives in 
your area are specialists in handling all 
types of employee welfare and benefit plans. 
For expert assistance pertaining to a group 
retirement plan, we urge you to get in touch 
with them directly, or to write our Home 
Office in Worcester. 


STATE MUTUAL LIFE ASSURANCE COMPANY OF AMERICA 


Worcester, Massachusetts 
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Ill. A&S Underwriters 
Hear Peel Of HIA 
On Legislative Picture 


Experimentation with new cove, 
ages is the life blood of the Ag 
business, and if the right to exper. 
ment is taken away the ability 4 
progress beyond the status quo yjj 
be destroyed, Joseph W. Peel, assistan; 
counsel Health Insurance Assn, of 
America, told the October meeting ¢ 
Illinois A&S Underwriters’ Forum jj 
Chicago. 

Mr. Peel said that perhaps the moy 
effective tool for implementing an 
program of voluntary health ingy. 
ance is the preservation of competi. 
tion between insurers. This is one g 
the underlying philosophies of Hy, 
in legislative matters, he said, along 
with the fact that the successful Op- 
eration, improvement and expansio, 
of voluntary health insurance is yity 
not only to insurance but also to pr. 
vate medical practice and voluntary 
private hospitals, and failure in thi 
will result inevitably in the socializa. 
tion of health care by the governmen 

Touching on A&S legislation j; 
Illinois and in Washington, he ep. 
phasized the active role of HIA j 
these activities, describing the agg. 
ciation’s representation of insurang 
at national and local levels through. 
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out the country. He recounted some 
the arguments for and against the For. 
and bill presented to Congress this yea 
and pointed out that a great deal mor 
discussion of this bill can be expectej 
during the 1960 session. 

Since the current problem of health 
care for the aged is the major facto 
behind the Forand bill, he said, th 
industry has but two _ alternative: 
Either accept social legislation as th 
only solution to the problem of th 
aged, or resist the legislation and pro. 
vide, at a more rapid rate, voluntary 
and adequate health insurance to th 
aged at a cost they can afford. 

The number of new A&sS plans f 
the aged being put on the market ii 
ample evidence that the industry ha 
adopted the second alternative, hi 
noted, and within the next year th 
major goal of HIA and the insuran 
industry as a whole must be to con 
vince Congress and the public that vol 
untary health insurance is doing its jo! 





New Prudential Policy Is 
Tailor-Made For Women 


A new whole life policy designe 
specially for women and available 
reduced premium rates that allow f 
their longer life spans has been it 
troduced by Prudential. 

Premium rates will be an averag 
of 5% lower than for a comparab 
men’s policy. The policy will be wri 
ten on women age 15 to 66 for fa 
amounts of $5,000-and over. 


Western Life To Refund Balance 

Western Life has joined those com 
panies which refund the balance | 
premium paid beyond the month ¢ 
the death of the insured. The chang 
in company policy will increase @ 
settlement with each beneficiary. Sud 
premium refunds apply to all life i 
surance in force on a premium Pa 
ing basis and on which notice of deat 
is received on or after June 16, 1% 


Life of North America has sold i 
first $1 million policy on a single lif 
The policy was sold by the Hutchit 
son-Rivinus agency at Philadelpll 
working in conjunction with the P| 
adelphia service office, managed ! 
Henry L. Wilson. 
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Guardian Life Holds 
first Group Conference 


Guardian Life’s first group  busi- 
ness conference since it entered the 
oup field in 1957 was held at Shaw- 
nee, Pa. z 1 
John L. Cameron, president, in his 
opening address, congratulated agents 
on their fine record compiled in the 
smpany’s first two years in the group 
pusiness. Balance of the first session 
was given over to a review of recent 
ynderwriting and legal developments 
and a question and answer period. 
William J. Burrell, assistant counsel; 
4, Peter Altavilla, group underwriter, 
and Ronald M. Donnelly, claims super- 
yisor, led the discussion. 

Mr. Donnelly, at the second busi- 
ness session, reviewed Guardian’s han- 
dling of major medical claims. 


sales Techniques Panel 


Group Regional Managers William 
W. Mauke of New York and James D. 
Holland of Atlanta joined in a panel 
discussion of sales techniques. Thomas 
J, Kelly, assistant actuary, outlined 
the factors used in developing group 
major medical rates. 

Speaker at the closing session was 
Irving Rosenthal, vice-president and 
actuary, Who outlined the company’s 
approach to major medical coverage, 
pointing out, “Where bills are reason- 
able we believe that the full excess 
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of these bills over the deductible 
should be paid without further coin- 
surance deductions.” 

John C. Slattery, 2nd vice-president, 
closing the conference, explained the 
organization of Guardian’s general 
agencies and company policy on co- 
ordinating group sales with other 
products. ; 

T. Robert Wilcox, group secretary, 
was chairman for all business sessions. 
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Credit Insurance 
Rule Issued In Ky. 


Commissioner Thurman of Kentucky 
has issued regulations for policy forms 
and premiums of credit life and credit 
A&S. He accompanied the regulations 
with a statement which said, among 
other things, that agents look for the 
company which pays the highest rate 
of commission and so the agent se- 
lects the company which has a higher 
premium and can thus afforc a higher 
commission. Such procedure is obvi- 
ously not in the public interest because 
the primary concern appears to be the 
enrichment of the agent at the expense 
of the insured.” 

The rules include one which calls for 
losses to be at least 50% of premiums. 
An example is given of a company 
which in 1958 had premiums in Ken- 
tucky of $400,000 and paid losses of 
$110,000, a ratio of 27.5%. The regula- 
tions would require that in the follow- 
ing year on the same number of risks 
the company would collect $222,000. 


First Career Conference 
For Life Of North America 


Life of North America held its first 
career conference at the Shelburne 
Hotel, Atlantic City. The conference, 
conducted by the training division un- 
der Herbert T. Greene, director of 
training and Charles Koppen, training 
supervisor, was attended by 24 career 
agents from the Philadelphia, New- 
ark and Pittsburgh areas. 

Edmund L. Zalinski, executive vice- 
president, and Rex Anderson, mar- 
keting vice-president, spoke at the 
opening of the conference. Leland T. 
Waggoner, sales vice-president, was 
the speaker at the closing banquet. 








SPECIAL 


Minimum policy $5,000 








combines maximum protection 
with flexible retirement benefits 


Insurance coverage to age 65, then choice of three options: 


(1) Income for life (120 months certain and continuous) of 
$5.00 per $1,000 face amount for men; $4.45 for women. 


(2) Paid-up life policy for face amount, plus $58.23 per 
$1,000 in cash. No evidence of insurability required. Full 
range of optional modes of settlement applicable to cash 
values on paid-up life policy. 

(3) Cash for $812 per $1,000 face amount. Payable in one 
sum or-under full range of optional modes of settlement. 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA, PENNSYLVANIA 


INCOME 
FOR LIFE POLICY 


The 








4% ON AGENTS’ 
RENEWAL 


ACCUMULATIONS, 


.. yours exclusively with Jefferson Standard ! 





presents The 
Jefferson Standard 


TOO! 


A unique Jefferson Standard “plus” — 
in addition to the Company’s regular 
Retirement Plan for Agents — is our 
Renewal Accumulations Plan. This plan 
enables the agent to leave his renewal 
commissions with the Company at 4% 
interest, compounded annually. 


This “4%” feature is exclusive with 
Jefferson Standard. Here’s what one of 
our agents says about the plan: “I con- 
sider my renewal accumulations an ex- 
tremely wise and safe investment — one 
that will add immeasurably to the en- 
joyment of my retirement years.” 


Jefferson Standard agents now have 
more than $2,000,000 in accumulated 
renewals on deposit with the Com- 
pany ... savings for a more bounti- 
ful retirement! 


REINSURANCE SOLICITED 


eflerson 


LIFE INSURANCE COMPANY 


Home Office: Greensboro, N.C. 


Viandard 
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through speedier channels. than numbers, and people who kno, ‘ 

As also observed, no one can queS- how to use them are much rarer than Pol 


Editorial Comment 


tion a company’s right to issue news 
to outside publications on its own 
basis. But it may be a service to some 
companies to remind them that out- 
side readers have no grapevine, that 





accountants.—John N. Cosgrove, 
sociate editor THE NATIONAL Unpp. 
WRITER Fire-Casualty Edition. 




































A Cour teous Reminder they must depend upon publications S k «. 
Courtesy is the heart of communi- upon it. Often they have already for facts, and that publications, in toc s ee 
cations—spoken or written. This rule learned the essential facts of a given turn, have only one source of such prais 
is generally observed in social affairs; situation through the grapevine, while data. The solution to the problem is heing 
less so in business. various members of management are usually simple: Entrust the prepara- ®Y % = sate Si, Oniongs, Nesemtes Ea hold 
Take the matter of news releases. still struggling with a bulletin which tion of news releases to the profes- Bid Askeq J any 
Courtesy to the reader—for whom will tell the story in a “politic? way. sional person on the company staff . oo. sic. a think 
they are prepared—demands that they When the bulletin finally is distribut- who is responsible for that fUNC- Beneficial Standard ...cccccccc 18 a provi 
be complete, concise and timely. Yet ed, it is often greeted with snickers tion. Make sure he is the right person. Business Men’s Assurance ........ 40 4 | sprea 
every day, publications receive re- instead of the anticipated acceptance. Subject him to checking and guidance pickin nic gy mg eres ; - 
leases that are marked by gaps in While it is astonishing that some only on essential matters of company Connecticut General ..... Rg a 
pertinent information and an excess professional insurance men seem to policy. And never permit the well cig  aeadieateni 8D oevi 
of unessential data. If, for example, prefer the role of amateur semanti- meaning but amateur “writers” Great Southern Life ccc: ; to me 
a man has joined a company in an cists, no one can question their right among management to dabble in Gulf Life 44 | ment 
important position, the reader would to play with words to their heart’s words for news purposes, any more peace tae » agli Pua aS! “a and i 
like to know his specific background content in connection with internal than they would be allowed to roam Liberty National Life . & | shoul 
—what organizations he has been bulletins. It is essentially a harmless through the accounting division, in- bar . pce dentine 22%, 
with previously, his functions with pastime—though expensive—since, as terpolating figures between those of Lincoln National Life. P. sl 
them, and his length of service. It is noted, employes usually get the facts the specialists. Words are even trickier — L. & eo seen 111 pe 
not enough to say that he has been Nw. National Lite se b. these 
active with unspecified firms in his Ohio State Life ....... 300 9 that 
particular field of activity. That is nin ae n © I indivi 
obvious, for otherwise he would hard- p er sonals Deaths Southland Life .............. ian ae pe tional 
ly be stepping into a responsible post — LIFE eeeeeeereeresseeeeens = " such : 
with the new oeerenr: By failing to. McAllister Lloyd, chairman of RALPH D. LOWENSTEIN, 60, for- United, m. _ de 
give a new man’s exact background, Teachers Insurance & Annuity, has mer general agent of Massachusetts bol dl iain... a aiavwi 
his new employer detracts from the peen named chairman of the life in- Mutual at St. Louis, died after a long wisconsin National Life ........... 42 4 1 been | 
man’s prestige, fails to receive credit surance division of the 1959 family illness. He joined Massachusetts Mu- averas 
for its own wisdom in bolstering its finance campaign of Community Serv- tual in 1926 in the Chester O. Fischer Set NALU Membership will 
staff with a well qualified man, and _ ice Society of New York. general agency. In 1937, Mr. Lowen- enoug 
exposes its ignorance of the funda- stein and A. E. Vieth formed a gen- Quota At 83,000 For’60 | tre ia 
mental rule of communications—cour- Andrew J. Wheeler, Chicago sales eral agency partnership which Mr. A membership goal of 83,000 has | favor: 
manager of the National Underwriter Lowenstein took over in 1942. He re- ’ Pee H1 
- Co., is at his home in N ille f signed as general agent and went into heen set by NALU's membership eel I 
Within the past several years, some Ait ° ieongenig vending iliaas 8 8 % 8 mittee headed by Philip A. Hoche | ist of 
steiaeaeat cation: cst Soom: eames ili s ort rest after spending a few days personal production in 1952. Kansas City Life, Winter Park, Fla sented 
*° in Columbus Hospital, Chicago, for The figure is a 7% increase vaude' 
esson. They have transformed their observation. RALPH J. RICHARDSON, 65, gen- : “ . over the t 
news releases into intelligent presen- eral agent at Kalamazoo of Continen- Projected 1959 membership total. po 
tations—not for the convenience of John D. Brundage, president of tal Assurance and a former president Area Membership Chairmen p 
editors—but in the interest of readers. Bankers National Life, has been of Kalamazoo Assn. of Life Underwrit- hin eens een Mut 


A company, of course, has the right 
to prepare its news releases in any 


elected vice-president of the Ameri- 
can Heart Assn. He gave the keynote 


ers, died at his home. He was with 
the Garrett agency of Kalamazoo un- 
til he went into the life business. 

















ing in the drive are Gordon Hockaday, 
Equitable Society, Spokane, Wash. 
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provision of inadequate coverage by ’ Mount Vernon, N.Y., and Mrs. Silber- ““‘a).4 verne N. Barnes, Kansas City | 4 =" 
an insurer is indefensible. Rex Beasley, vice-president in man, were among those killed in the ,, a ; Pu Yj cerwri 
ure defens » ’ j : irli DC-3 Life, Little Rock, Area 6; James M. J rector « 
A company can circulate its news Charge of home office operations of crash of a Piedmont Airlines —. Thurman, Penn Mutual Life, Atlanta] Geor, 
internally to employes by bulletins rene or racist — Rage os ef aie 5 gee he. we ~ Area 7; William H. Gatling, Jefferson rector « 
which reveal or conceal facts to the 2©°',0' 4 Personality sketch In the Dal- and Mrs. Silberman were on their waY Standard Life, Norfolk, Area &f rector o 
las Times Herald under the title “To- to visit their 14-year old son, John, 2 
exact degree that management de- ; : =i Charles Anchell, New York Life, N.Y.] Jose 
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sires. However, although employes al- the son of T. P. Beasley, the head of Charlottesville. Mr. Silberman was fyrenco Oi Wns A Ty om | tt rok 
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Southeastern Actuaries 
To Feature Six Panels 


¥ Six panels, ranging in subjects from 
POE Seay SAS: 2) debit and ordinary life underwriting 
will do practically all of the detailed to the role of the actuary in agency 
pandling of the business, he said. _ matters, will be featured at the an- 
Rep. Thomas B. Curtis of Missouri nyal meeting of Southeastern Actu- 
raised the life insurance profession as aries’ Club, Nov. 19-20, at the Robert 
ing the one that has done more to Meyer Hotel, Jacksonville. 
hold the line against socialism than John §S. Pearson, medical director 
any group in the country. “I can’t American United Life, will be featured 
think of any other profession that has speaker. His topic is “Medical Ad- 
provided the ways and means of vances Affecting Underwriting.” 
greading the national income so ef- Panel subjects and members: 
fectively while giving the family and “Debit and Ordinary Life Under- 
its dependents protection than life writing.” Dr. Pearson; Bruce W. Batho, 
insurance. You have performed a real vice-president and comptroller Life 
service in keeping the pressure down of Georgia; Harold Ruck, actuary Vol- 
to move Congress to get the govern- unteer State Life, and Charles W. 
ment more into socialistic movements Jacoby, actuarial director Prudential. 
and idealistic ideas.” “Reinsurance of Individual Insur- 
ance.” William L. Farmer, actuary Pro- 
ee Gn Satineank Bante tective Life; James C. H. Anderson, 
He noted that medical costs are vice-president Georgia International 
entirely too high and that there is a Life, and John W. Clarke, senior vice- 
demand for federal regulation to keep president Gulf Life. 
these costs down. He said, however, Role Of Actuary 


that indigency must be met on an ., ; 
individual basis rather than on a na- 4, pe = the Pips Mo 7 
tinal basis through local agencies ™@tters; Hesearch an a . e 
has the United Fund. tric Accounting and Computing quip- 
Than J. Lansing, Northwestern Mu- ment.” James M. Bates, vice-president 
tual, Macon City, Ia., in his testimonial and actuary Home Security nag — 
on what a life insurance career had sell L. King, ee ge ag gerne 
been to him, declared that the law of bes Pe pe pein eee 
averages will work for the agent if he P pers _ y Pp 
7. Wie png Py: A gt ao “Persistency Problems—Debit and 
: fe ; ’ Ordinary Life.’ Ernest Steele; Ken- 
the v4 means Wie teen In your neth Ward-Smith, chief actuary Life 
EE Sharer, sales training special- & Casualty, and James M. Woolery, 
ist of United Secten Rubher sg pre- vice-president and actuary Occidental 
sented a selling lecture through * eee A&S Underwriting for 
a peat 9 pe ag vi Duplication of Coverage; High Claim 
agent a t ae “te ws io - “eg w'hyY Rates in Certain Areas.” Carlton Har- 
Ge product shou + eee. ker, vice-president and actuary Coast- 


ae al States Life; Wilbur H. Odell, senior 
Mutual of New York actuarial assistant Prudential, and 
Promotes 19 In Sales 


John Sloan, actuary Surety Life. 
(CONTINUED FROM PAGE 13) 


“Group A&S High Claim Rates: 
Causes, Prevention and Cure.” Ray D. 
Curt M. Rosenberg from manager Albright, group actuary Provident 
at Newark to director of management L.&A.; James L. Kirkpatrick, vice- 
training. president and actuary Southern Life 
Paul Brower from director of ad- of Georgia, and E. Earl Ward, assistant 
vanced underwriting to director of actuary Gulf Life. 


field training. _ 
Raised Sights To Be Theme 


Donald T. Rave from advanced un- 
Of Florida Sales Caravan 


derwriting specialist to assistant di- 
rector of field training. 

George F. Brown from assistant di- Florida Life Underwriters Assn. has 
rector of management training to di- adopted “Raising Your Sights for ’60” 
rector of recruiting. as the theme of its 1960 sales caravan, 

Joseph J. Melly Jr. from director which begins Jan. 27 in Miami, goes 
of brokerage sales to director of con- to Orlando Jan. 28, Jacksonville on 
tracts and compensation. Jan. 29, and ends at Pensacola Jan. 30. 

William M. Treharne from broker- Caravan speakers will include W. 
age supervisor in the New York (My- Walter Smith, agent of Metropolitan 
ef) agency to director of brokerage Life at Rutherfordton, N.C.; Brainerd 
sales. Metheny, general agent of Fidelity 

Richard T. Borah from director of Mutual Life at Pittsburgh; Albert M. 
employe benefit sales to director of Orgain, 2nd vice-president of Life of 
special markets. Virginia, and William C. Hendley Jr., 


— NALWU president. 
New York City Agents To 


Chairman of the caravan is John 
Harrison, manager of Gulf Life at 
Hear Two MDRT Members 
Two members of Million Dollar 


Orlando. 

found Table will be speakers at the Offers New Cancer Policy 
educational meeting of New York City Praetorian Mutual Life has designed 
life Underwriters Assn., Nov. 12, in anew cancer policy to provide benefits 
the north ballroom of the Hotel Astor. in line with the high costs of hospital- 

Speakers are Herbert V. Kibrick, ization and medical care. The policy, 
New York Life, Boston, whose speech which is non-cancellable, includes hos- 
titled “An Analysis of Selling,” in pital benefits up to $3,500. Other maxi- 
Which he will describe his emotional mum benefits are: surgical, $500; anes- 
proach: to client problems, and thesia, $100; X-ray, radium therapy 
mard C. Lewis, Prudential, New- and radioactive isotopes, $500; nursing, 


Pointers For Every 
Agent Given At 





ik, discussing “A Process—But No $250; attending physician, $150; blood 
gic,” which will cover his method and plasma, $150; ambulance, $50, and 
ot programming, approach, presenta- transportation, $250. The policy is 
we! suet finding, closing and planning available on an individual and family 
Picea basis. 
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TMe EMBLEM 
OF SECURITY 


. .. portrays the qualities, purposes and ideals of the 
Company. The circle for unity; the arch, stability; 
the oak leaves, maturity and endurance; the shield, 
strength; the scales, justice; the helmet, protection; 
the compass, direction; the key, friendship. A com- 
pany dedicated to the service of its policyholders 
and keyed to Career Life Underwriters. 
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Interested in additional tax 


savings for your clients? 


OUR SOLE BUSINESS IS THE PURCHASE 
OF MATURING ENDOWMENT AND 
RETIREMENT INCOME CONTRACTS 

MINIMUM PURCHASE $10,000 @ NO LIMIT 


INSURANCE RESEARCH COMPANY 
67 WALL STREET 
NEW YORK 5, N. Y. 
BOWLING GREEN 9-5726 ESTABLISHED 1954 
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appointed regional group supervisor 
tor the New York area, with head- 
quarters at the home office. He has 
also been with Connecticut General at 
New York. 


Occidental Of California 


The pension staff has been divided 
into two departments—pension and 
pension service. Ira L. Browning, as- 
sistant secretary, will head the pen- 
sion department, and C. James Sharpe 
is pension service manager. Wayne W. 


Home Ofiice Changes 


Northwestern Mutual 
Harold F. Falk, president Falk Corp., 
Milwaukee, and Robert E. Dineen, 
vice-president of Northwestern Mu- 

tual, have been elected directors. 


Colonial Life 


Bruce C. Anderson, group sales rep- 
resentative since last April, has been 


Massachusetts Mutual 

In the underwriting department, the 
following have been promoted: Henry 
H. Frisbee, from assistant to associate 
underwriting secretary, and George H. 
Clark, Herbert L. Sanborn, Charles H. 
Wilkinson and Adolph J. Jakobek, 
from underwriters to senior under- 
writers. 









Philadelphia 





Indianapolis 








Atlanta 





San Francisco 





Dallas 


American United Reinsurance experts 
stand ready to serve you= anywhere! 


American United Reinsurance representatives service everywhere. 
In the West, Alaska and Hawaii—Jim Christopher from San Fran- 
cisco; in the Southwest—Jdim Ratliff from Dallas; in the Midwest— 
Fred Kautzman from Indianapolis; in the East—Ted McClintock; in 
the Southeast—Fletcher Shepard from Atlanta. 


@ East... West... North... South, a resident reinsurance 
expert from American United is ready to give you local 
service. 

That’s important. Because American United is one of 
America’s oldest (1904) reinsurers. We've solved the tech- 
nical problems, mastered methods. We've probed profits 
and risks, produced new ideas that have proven productive. 

And we share this experience with you. That’s American 
United’s “Partnership Philosophy.” 

Find out how American United’s reinsurance expert— 
backed by all the home office experience you need—can 
help you to better business.and better profits. Call or write 
H. Hartzell Perry, Vice President, Reinsurance, American 
United Life Insurance Company, Indianapolis 6, Indiana, 
W Alnut 3-7201. 








I Woak=3 a koe- tale Osanna-xe| 


LIFE INSURANCE COMPANY 


with the Partnership Philosophy 


The Company 





AMERICAN UNITED LIFE INSURANCE COMPANY « HOME OFFICE: INDIANAPOLIS, INDIANA 


ORDINARY LIFE FORMS-FLEXIBLE OPTIONS-LOW NET COST SPECIALS-UNIQUE JUVENILE-GROUP INSURANCE-GROUP RETIREMENT-PENSION TRUSTS-NON-CANCELABLE 
/.-GUARANTEED RENEWABLE MAJOR MEDICAL-GUARANTEED RENEWABLE HOSPITAL & SURGICAL-SPECIALISTS IN SUBSTANDARD UNDERWRITING & REINSURANCE 
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Wilson will succeed Mr. Sharpe x 
manager of the group policy issuang, 
department. 

John Fulton will head the now pr. 
mium service department and he yj 
be replaced as premium collection anj 
Clareng 


recording by 


Schenk. 


manager 


John Hancock 


E. Leslie Ross 
has been appointed 
superintendent of 
agencies in the 
mid-east division. 
He has been with 
John Hancock 
since May and be- 
fore that was man- 
ager for Life of 
North America. 


E. Leslie Ross 


New England Life 


Adrian O’Keefe, president of First 
National Stores since 1948, has bee, 
elected a director. He is also a directo 
of First National Bank of Boston an 
a trustee of Suffolk-Franklin Saving 
Bank and Northeastern University. 


Indianapolis Life 


D. Fred Powell 
has__ been _ trans. 
ferred to the home 
office as agency 
secretary. He 
joined the company 
in 1957 as an agent 
at Union City, Ia. 





D. Fred Powell 


No. American Accident 


William J. Ryan has been elected 
controller. He was formerly vice- 
president-treasurer of New York Mu- 
tual Casualty, where he had served 
since 1948. Prior to 1948, Mr. Ryan 
was an auditor for the New York de- 
partment for 10 years. 


Bankers Life Of lowa 


Glenn J. Kimball 
has been named an 
assistant medical 
director. He was 
formerly with Paul 
Revere Life where 
he has been assist- 
ant medical direc- 
tor since 1956. He 
is a member of 
Assn. of Life In-. 
surance Medical 
Directors and the 
medical section of 
ALC. 


Glenn J. Kimball 


Life Of Virginia 
J. Harvie Wilkinson Jr., president 
of State-Planters Bank of Commerce 
& Trusts, Richmond, has been elected 
a director. 


Great Northern Life 
Thomas Redmond, 30, has been 
elected president and a director. 
Pacific Mutual 


Herbert Hoover Jr. and Henry T. 
Mudd have been elected directors. Son 
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of the former U.S. Presiden’. Mr. 
Hoover is president of Consolidated 
Engineering Corp. and president and 
chairman of United Geophysical Co. 
Mr. Mudd is president and a director 
of Cyprus Mines Corp., Pima Mining 
Co., and Timber Products Co. 


Home Life Of New York 


Charles A. Tur- 
ner, assistant to 
the president, pub- 
lic relations, since 
1956, has been ap- 
pointed 2nd_ vice- 
president. He 
joined Home Life 
in 1950 and later 
was named man- 
ager of field serv- 
ice. In 1954, he be- 
came director of 
public relations. 


Charles A. Turner 


General American 


August A. Busch Jr., president and 
chairman of Anheuser-Busch Inc., and 
the St. Louis Cardinals baseball club, 
has been elected a director. 


Standard Of Oregon 


Alexander Marshall has been named 
associate actuary. He is a fellow of 
Society of Actuaries and a member 
of the Actuarial Club of the Pacific 
States. 


Republic National Life 


John F. Holt has 
been named vice- 
president and as- 
sociate general 
counsel of Repub- 
lic National Life. 
Following gradua- 
tion, he served as 
assistant district 
attorney of Dallas 
County, and later 
entered private 
practice as a mem- 
ber of a law firm 
specializing in in- 
surance law. He is a member of the 
Dallas and American Bars and the 
State Bar of Texas. During World War 
II he served in the Navy as an aviation 
officer. 


John F. Holt 


CALIFORNIA LIFE has appointed 
Friedrich A. vonBrincken assistant di- 
rector of agencies. He was agency su- 
pervisor of Bankers Life of Iowa at 
San Francisco. 


CAPITOL LIFE of Dever—Thomas 
§. Stein has been appointed superin- 
tendent of agencies. He has been with 
Massachusetts Mutual since 1953. 


GENERAL LIFE OF WISCONSIN 
has appointed Fred G. Raymond vice- 
president of credit and group life. He 
was with North American L.&C. 


BALTIMORE LIFE has elected 
Marlin W. Morgan vice-president and 
and a director. 


APPALACHIAN NATIONAL LIFE 
has appointed Alex McMillan III as 
Seneral agent of the home office agen- 
ty. He has been assistant manager of 
State Mutual Life. 


STANDARD SECURITY LIFE of 
New York has appointed Dr. Harry E. 
Ungerleider medical director, Irwin 
T. Vanderhoof actuary, and Martin H. 
Tinsley accounting officer. Dr. Unger- 
leider was director of medical re- 
search of Equitable Society and a 
President of Assn. of Life Insurance 





its regular 


LIFE INSURANCE ED&ITION 


Medical Directors. Mr. Vanderhoof 


‘was with United State Life and Metro- 


politan Life in actuarial capacities, 
and Mr. Tinsley was with New York 
Life and Union Labor Life. 


Howard Named Editor 
Of LIAMA Magazines 


James L. Howard Jr., staff editor 
of LIAMA, has been appointed editor 
of the association’s quarterly publica- 
tions, Manager’s Magazine and Dis- 
trict Management. Mr. Howard also 
edits Manager’s Handbook and assists 
with other managerial and agent pub- 
lications. 

He is author or co-author of LIAMA 
texts “What You Should Know About 
Mutual Funds,” “Face to Face,” Do 
You Fit into this Picture?” “Let’s Do 
Something about Prospecting,’ and 
“How to Get the Most out of Your 
Income.” 

Before joining LIAMA in 1956, he 
was with a New York advertising 
agency, Travelers’s public informa- 
tion and advertising department and 
public relations director for a Hartford 
bank. 

Massachusetts Mutual Individual 
Sales Up 8% In First Nine Months 

Massachusetts Mutual’s_ individual 
life sales for the first nine months 
were more than $705 million, an 8% 
increase. Combined sales of individual 
and group inthe period were nearly 
$1 billion as group sales increased 
33%. New group premium income 
rose 55% during the three quarters. 


Federal Life Installs IBM 650 
Federal Life has installed an IBM 
650 data processing machine to handle 
life and A&S billing 
and accounting operations. The 650 is 
the company’s latest step toward 


mechanization and improvement; the 


present conversion program is ex- 


pected to take about 18 months. 


“Life offers no higher pleasure than that 
cf surmounting difficulties, passing from 


one step of success to another, forming 


new wishes and seeing them gratified. 

' He that libcrs in any great or laudable 
undertaking hes his fatigue suv xc r’ed by 
hope, end afterward rewarded ty joy.” 

Dr. S. Johnson 


Beneficial thoughts for those of us in the 


tusiness of Life Insurance. 


BENEFICIAL LIFE 


Ce 
Srsurance Company 
Virgil H. Smith, Pres. Salt Lake City, Utah 


se 
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A new approach to your professional career 


Build your own agency on the strong foundation of 
Central Standard Life’s new career contract which offers: 


e Renewals completely vested for 





the premium paying period of the 





policy, plus... 


e Top first year commissions. 


e Company sponsored education. 


e Tested, proven direct mail aids. 


Substantial Override for General Agents— 
Plan for your retirement 
Create an estate for your family 


Build your own agency 





















Assets: 
Surplus: 


e All new A & S program. 





e High value, low premium 


In Force: $357,405,424 


$107,284,880 
$14,591,874 





Life ; Plans. 
e@ Liberal underwriting. 


e Agent-Agency building 
philosophy. 








“The secret of success 18 (onstancy to Per 


Our success has been achieved with our career men and women. 





| 


ose 


Benjamin Disraeli 











See for yourself 
Write or wire today for 
your “new approach” 
agent’s kit. Get full de- 
tails by contacting your 
local Central Standard 
General mt or: John 
M. Laflin, Vice President 
and Agency Director. 





CENTRAL STANDARD LIFE 


Founded in 1905 e INSURANCE COMPANY 


211 W. Wacker Drive Chicago 6, Illinois 
Life « Accident « Sickness 
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Changes In The Field 


been named manager at 
Francisco to succeed John V. Breisky, 
who has retired from his managerial 
duties and becomes a consultant in 
estate planning for Connecticut Gen- 
eral. Mr. Torrey is succeeded at Phoe- 
nix by William J. Booher, former as- 


Connecticut General has 


Creed L. Ford Jr. 
pointed manager at San Antonio to 
succeed William S. Abbey, who has 
retired as manager after 18 years with 
the company, but will continue in per- 
sonal production. 

Peter Torrey, manager at Phoenix, 


has been ap- 


FieNATIONAL UNDERWRITER 


sistant manager at Boston. 
District agencies 


at Oakland and 


San Jose, Cal., formerly under the San 
Francisco agency, will now operate as 
separate branch agencies. Heading the 
new agencies will be Thomas S. Shea 
at Oakland and Richard D. Ellington 
at San Jose, who have been district 
managers in their respective cities. 


Connecticut Mutual Life 
Robert E. Valle, supervisor at Syra- 
cuse since 1956, has been appointed 
general agent at Kansas City. He 
joined the Syracuse agency in 1950. 
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LIFE 
MALE 





AGE 
35 





Proposals on Request ae a S 


In order to relieve our field force of the time- 
consuming and costly chore of calculating and pre- 
paring certain types of proposals, the home office is 
taking over the job for a nominal charge. 

Under this plan the home office will prepare indi- 
vidually tabulated Split-Dollar and Premium Fi- 
nanced proposals based on predetermined column 
heads, at any applicable age, for any multiple of 
$1,000 face amount. 

Eight different types of proposals are available on 
O.L., Life to 65 and 10-Pay Life. 


Gradation of Premiums 


by size of policy — Quantity Discount Factors 
using the policy fee method applicable to all plans. 
Rates per thousand decrease as the amount of 
insurance increases. 


Low Net Cost 


@ Generally Reduced Premiums 
@ Reduced Premiums on Level Term Riders 
@ Reduced Premiums on ADB 


ITEM 
10 yr. 


net payts. 


10 yr. 
net cost 


20 yr. 
net payts. 


20 yr. 
net cost 


prem. per 
$1,000 


Pension and Profit-Sharing Plans _ 


National Life’s Annuity Builder Contract and 
Yearly Renewable Term Plan (guaranteed issue 
available in most cases) offers an entirely new 
concept, representing a far-reaching forward step 
in the entire field of Pension and Profit-Sharing 
Plans. Its flexibility and adaptability make it 
ideally suited to be tailored to special requirements. 














The following table shows the effect of grading 
by size and our low net cost: 


Comparison of Net Costs and Net Payments per $1,000 


58 Lae 
$204.69 $195.36 $193.49 
26.69 17.36 15.49 
367.32 348.65 344.92 
— 2.68 —21.35 — 25.08 
24.57 23.64 23.45 


National Life Insurance Company 


VERMONT 
PURELY MUTUAL 


MONTPELIER 
FOUNDED 





Check-0-Matic . + 


Monthly budget premium payment plan 
available. Makes premium payments automatic. 





Lower Female Premium Rates 
on Most Plans 


Cash values and dividends are the same as for 
policies issued to men, even though the premiums 
are less. 


Buy-Sell, Split $ and Program- 
ming Sales Films A leader in the field of 


audio-visual sales presentations, National Life 
has available two prize-winning sound slide- 
films in full color. ‘‘A Tale of Three Businesses” 
tells the story of what could happen to a business 
in the absence of a buy-sell agreement. ‘“‘The 
Most Wanted Man in America’”’ sets the stage 
for a Split-Dollar sale. “‘A Man of Property” 
deals with the 5 basic needs. All three are proved 
sales makers. 


A a 
Tax Sheltered Annuities 


A plan to create pensions for employees of cer- 
tain non-profit organizations using tax-free 
dollars. Unusual sales kit available. 


—————— EE 
Insured Insurability 


This rider provides for the purchase of addi- 
tional insurance without further evidence of in- 
surability at policy anniversaries nearest in- 
sured’s ages 25, 28, 31, 34, 37, 40. 


Dividend Term Option 


Using dividend deposits to purchase one-year 
term insurance, this provision is designed pri- 
marily to provide additional insurance for the 
amount of cash value. 


Dividends referred to in this advertisement are 
based on our current scale. They are neither guar- 
antees nor estimates, but are for illustrative pur- 
poses only and are subject to increases or decreases. 


1850 e 











Equitable Of lowa 


John T. Redman 
has been appointed 
manager at New 
Haven. He entered 
life insurance in 
1952 with New 
York Life, and in 
1954 he joined 
United Benefit 
Life, becoming 
sales director for 
Connecticut. 












John T. Redman 


Bankers Life Of lowa 


Robert Click has been appointe is 


Dallas group representative. He yjj 
work with Fred P. Gilbert, Dallas re. 


gional group manager. Mr. Click hy fi 


been in sales with Dallas Blue Crogs. 
Blue Shield for more than two year 


Pilot Life 


Elbert W. Lent has been appointa 
general agent at Baton Rouge. Sine 
1950, he has been division manager of 
Prudential. 


Colonial Life 


Donald L. Luca; 
has been appointed 
resident — superin- 
tendent for Wes 
Virginia and Kep. 
tucky, with head. 
quarters at Hunt. 
ington, W. Va. He 
entered the life 
business with Pru- 
dential at Charles. 
ton and in Febru- 
ary was named 
general agent of 
Atlantic Life. 





Donald L. Lucas 


New England Life 

Promotions in the Geiger agency at 
New York include David Rose to as- 
sistant manager and director of sales 
training; George E. Audie and Marvin 
Schachter to directors of sales; Joseph 
V. Kehoe to pension manager; Martin 
C. Carey to brokerage manager; 
Clifford F. Daley to brokerage super- 
visor, and Roberta Meyer to statistical 
supervisor. 


Jefferson National 


Louis A. Nowell 
Jr. has been ap- 
pointed regional 
superintendent for 
Maryland, Virginia 
and the District of 
Columbia, with 
headquarters in 
Baltimore. He has 
been a= general 
agent for Paul Re- - 
v er e-Massachus- 
etts Protective and 
regional group 
Manager for na- 
ationwide. 





Louis A. Nowell Jr. 


Central Life, la. 


William A. Lundquist has been 
named general agent at St. Paul. He 
was formerly an assistant superin- 
tendent of agencies for Lutheran 
Brotherhood. 








American Mutual Life of Des Moines 
reports ordinary life business for Sep- 
tember set a company record. Paid-for 
business was up 8% over the same 
month last year, and submitted busi- 
ness showed a 22% increase. 
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wa 


arroll Advises: 
Non't Fear For 
ndustrial's Future 


(CONTINUED FROM PAGE 17) _- 
neans all of them produce fatalities. 
i is, however, important to recognize 
1at whatever damage has occurred is 
imeversible and represents a perman- 
ent loss. ; : 

Among the disorders which Mr. 
wilson discussed were emphysema, 
ponchiectasis, chronic bronchitis, as- 


‘hma, tuberculosis, pleurisy, and tum- 


wa “nderwriters should concern them- 

: elves with three primary factors, he 

a wt These are: How thoroughly is the 

, Dallas re. disease healed? How extensive was 

~ Click has fit? How much time has elapsed since 
t? 

yi sa Ey statement should be procured 

‘Tirom the physician setting forth the 

date of diagnosis; whether the disease 

was minimal, moderately advanced, or 

1 appointed f far advanced; what ‘treatment was 

UgE. Since femployed; whether there has been any 

manager of recurrence; whether there have been 

emplications, and the date the disease 

was considered to be fully arrested, 

Mr. Wilson said. 

Gallagher Speaks 
d L. Lucas , 

1 appointed Robert R. Gallagher, associate act- 

superin. of North American Re, discussed 
for West ‘Underwriting the Guaranteed Insur- 
and Ken. ability Benefit.” ; 
vith head. — The agent can make a real contribu- 
at Hunt. § ‘on to good experience when the 
W. Va, He } uaranteed insurability benefit is uti- 
the “Tite led, Mr. Gallagher stated. How the 
with Pry. benefit is sold is important. if it is 
t Charles. } tively sold and is thereby included 
in Febry- 922 high proportion of policies in the 
S named eligible age range, experience can be 
agent of expected to approximate that of an 
Life. automatically included benefit. 

The agent also has an important 
part to play in encouraging insured to 
e buy the amount of additional insur- 
agency at J ance to which they are then entitled 
se to as- | 90 that contemplated selection savings 
- of sales | (an be realized, the speaker suggested. 
d _— Other Speakers Listed 
e Be Other speakers at the three-day con- 
manager; | "eMtion included Lee G. Stephenson, 
se super- | “les director Nationwide Life, “Un- 
statistical | derwriting Procedures and _ Costs;” 





owell Jr. 


s been 
aul. He 
superin- 
utheran 


Moines 
or Sep- 
aid-for 
e same 
d_ busi- 


Frank T. Somers, associate under- 
writer Minnesota Mutual Life, “Special 
Risks and Avocations;” John B. Ulrey, 
assistant vice-president American 
United Life, “Underwriter Training;” 
James W. Hurt, assistant vice-presi- 
dent and claim manager Empire L.&A., 
‘Underwriting Habits on Weekly Pre- 
mium,” and Francis E. Kavanaugh 
assistant secretary John Hancock, 
“Comparison of Weekly Premium and 
a Debit Underwriting Proce- 
ure.” 

Many and various case clinics were 
held and the final day featured a 
panel composed of Harry Cook, life 
underwriting manager Mutual Service 
life George C. Denny, underwriting 
secretary Berkshire Life; Ernest R. 
Ehresman, regional underwriting man- 
ager Lincoln National Life, and Arthur 
C. Kerin, selection director National 
life. They discussed accidental death, 
walver of premium, minimum deposit, 
and reconsideration of habits cases. 


Stock Dividend Voted By 
Protective Life Of Ala. 


Directors of Protective Life of Ala- 
ama have voted te recommend to 


stockholders a 14.3% stock dividend, 
While, at the same time, calling a 
Special stockholders meeting to con- 
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sider the recommendation on Feb. 18, 
date of the annual meeting. If ap- 
proved, ‘the dividend will be paid 
sometime in February. 

Approval would result in an in- 
creased capitalization of $500,000 and 
would bring total capital stock to $4 
million. 


General American Buys 
Two Buildings By HO 


General American Life has pur- 
chased two buildings adjoining its 
home office and will remodel one for 
occupancy and raze the other for ad- 
ditional parking area. Purchase price 
of the properties and remodeling costs 
will amount to more than $1 million. 

The parking lot will be one of four 
the company maintains in St. Louis. 
The remodeled building will be used 
for storage and for leasing. 


State Mutual Life Extends 
Its Commission Rates To 


Issues Through Age 70 

State Mutual Life has extended its 
regular commission rates to apply to 
all life policies with issue ages as high 
as age 70. Commissions on policies is- 
sued above age 70 will equal the same 
dollar amount as would be paid for a 
policy on the same plan and face value 
at issue age 70. 

Formerly, State Mutual paid com- 
missions on all policies with issue 
ages of 66 and over at the rate which 
would apply to issue age 65. 


Springfield Business Men 


To Honor Charles Becker 


Charles E. Becker, president of 
Branklin Life, will be honored Nov. 13 
by members of Springfield, Ill., busi- 
ness and civic organizations at a tes- 
timonial luncheon. The event will be 
in honor of Franklin’s 75th anniver- 
sary and Mr. Becker’s birthday and 
20th anniversary as president of the 
company. 


Stern To Address Boston Agents 
Benjamin L. Stern, New England 
Life, New York, will be the speaker at 
a luncheon of Boston Life Underwrit- 
ers Assn., Nov. 19, in the charter 
room of New England Life’s home of- 
fice. Title of Mr. Stern’s speech will 
be “Something Old—Something New.” 


Ohio State Reports 9-Month Gains 

Ohio State Life wrote $48,846,500 of 
new business in the first three-quar- 
ters of 1959, an 11% increase over a 
similar period last year. Insurance in 
force for the first nine months amount- 
ed to $468,964,300, a gain of $33,146,- 
900. 










And Everyone Knew But Him 




































































William T. Beadles, third from left, one of the nation’s leading insurance 
teachers, is shown admiring a silver tea service he was given in a surprise 
presentation by 70 CLUs, all former students of his. The service is engraved 
with the 70 names. The presentation took place at a meeting of Central Illinois 
CLU chapter. Others shown, from left, are Morris G. Fuller, president State 
Farm Life; Frank Figg, CLU chapter president and State Farm agent, and Davis 
W. Gregg, president American College. Mr. Gregg also presented Mr. Beadles 
with a certificate honoring his 20 years of insurance teaching. 


Gerald Parker Is Guest On Radio 

Gerald S. Parker, A&S secretary of 
Guardian Life, was a guest on the Fitz- 
gerald show over New York radio sta- 
tion WOR. In an interview with Pegeen 
Fitzgerald, Mr. Parker outlined the 
development of major medical insur- 
ance and gave several case histories 
from Guardian’s files that illustrated 
the value of the coverage. 





Hancock Wins Report Award 

A bronze “oscar’’ for having had the 
best 1959 annual report in the life in- 
surance industry was awarded John 
Hancock by the business publication 
Financial World at the magazine’s 
awards banquet in the Hotel Astor, 
New York. Second and third place 
winners, respectively, were State Mu- 
tual Life and Lincoln National Life. 








Old in tradition and sense of respon- 
sibility-new in our progressive 
approach to the constantly chang- 
ing needs of policyholders. 


BOSTON MUTUAL 
LIFE INSURANCE COMPANY 
156 STUART STREET 
BOSTON 16, MASSACHUSETTS 
INCORPORATED 1891 



















RIDE THE RISING TIDE 


And public acceptance of Atlantic’s new GUARANTEED 
PURCHASE OPTION is a rising tide, lifting brokerage 


sales to unusual heights. 




















Inquire about this unusual rider, for more sales today— 







more sales tomorrow! 
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. * . - . are not Nationwide policyholders, they 
Rennie Cites All Lines Selling Benefits do provide some evidence that the all 
lines producer has a significant poten- 
tial among the mass market, Mr. Ren- 
agent, Mr. Rennie said. Nevertheless, policyholders toward one-stop shop- nie observed. 
the percentage of policyholders who ping was gained when Nationwide 
prefer the specialist is probably not asked them to indicate the number of 
sufficient to slow down the trend to- agents from whom they have bought He pointed out that property and 
ward all lines insurance. It seems policies. One policyholder in three had casualty insurers are moving rapidly 
clear that the future of one stop shop- purchased from one agent only; three to acquire life affiliates. More than 
ping will depend more upon the rela- out of five had bought from not more 100 insurance organizations are writ- 
tive costs of distribution under the than two agents, and less than one in ing all major lines and generating at 
various methods than upon policy- five had bought from more than three. least 20% of the total premiums in life, 
holder preferences, per se. Although the results might have been property and casualty insurance. One 
Further evidence on the attitude of different for surveys of people who of the reasons for this trend is the 


Assistance to Our Field Force 





(CONTINUED FROM PAGE 4) 


Agency Problems 








THE LIFE 


INSURANCE COMPANY 


OF VIRGINIA 


] 





Wren Life of Virginia introduced its new simplified programming ap- 
proach with the Protection Check-List, the 24 sheet outdoor poster above 
appeared for a month’s showing in some 120 cities and towns throughout 
the company’s territory. 







4 out of 5 fathers 


need this |! \ ee) ~~ PROTECTION 
THE LIFE | | CHECKLIST 


INSURANCE COMPANY 


OF VIRGINIA 





The initial poster was followed by this one, again in some 120 cities and 
towns for a month’s showing. Accompanying this outdoor advertising was 
newspaper and radio copy, direct mail, and sales literature. Results of the 
Protection Check-List sales promotion and advertising program combined 
with the enthusiastic support of the agency organization: sales volume up 
materially; average size of policies up substantially. 
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love! 


need to generate sufficient income 
the producer level to recruit and jy 
an adequate agency force. ‘ih 

The future age composition of 4 
population will make this job a chaff Chic 
lenging one for all insurers. Wheregi959-6 
the total population will increase pind en 
almost 20% by 1970, the young 
adult male population between 4JA&S P 
ages of 25 and 45, from whom gent V 
business must recruit most of its pegocused 
agents, is expected to rise by only joverl! 
Obviously, productive manpower yp the 
be at a tremendous premium in tj what C 
future. neroac 

The only feasible way to match she Inst 
income opportunities offered by of With 
industries is for insurers to proygand its 
agents with an all lines  insupaygoffered 
portfolio which will meet the secypwould 
needs of the average family. The mete eff 
ger of life and property-casualty Jingit has 
will bring many problems. But ypnealth s 
Rennie is sure that it can also brpgwith an 
a clear breakthrough to new leyggmillion 
of well being for policyholders. 



















































estimate 
Three Michigan Audiencesfrrly 
Hear B. William Steinberg [1 
B. William Steinberg, general agef-a) care 
of Massachusetts Mutual at New Yo verge 0: 
recently discussed various aspects ; 
estate planning before three separzjSaskatel 
audiences during a visit to Michigan. 
In a talk at the Michigan Agen 
Management Conference at Michig; 
State University, Mr. Steinberg urgy 
the establishment of more agencies ¢¢ 
voted exclusively to estate planning” 
and advanced selling. He pointed oy 
that although such agencies may taj 
longer to reach full development, thj 
rewards for everyone concerned—ty 
agent, general agent and company- 
make the specialization worthwhile. 
At a meeting of the Flint agenc 

















original 
3% of 1 
province 
for neec 
lumbia, 
adopted 





of Massachusetts Mutual, Mr. Stein : 
reviewed programing methods oe r 


estate planning techniques which co 
be applied by any agent towards 4Ver $1 
successful agency operation. surance 
His address to Flint Estate Planning! CO: 
Council consisted of a review of estat Uillion. 
planning as a profession in the pag pects. 
decade. mean inc 


Ris Adverse 
Escheatment Law Study | tere 
Group Set Up In Florida [i In 


An interim committee, set up } _. 
the Florida legislature to study a pm ard fe 
posed law to escheat to the state a And ; 
unclaimed funds held by banks, it a 
surance companies and _ others, ha. “ 9 
been completed with the appointmer po eC 
of four members from the house. er] 

The study committee was recentif 2’Y heal 
created after repeated attempts to g insurance 
an escheatment bill through the les ance Is 
islature had failed. Principal opposp™2Y ty) 
tion to the bills stemmed from thf? Wide v 
inclusion in them of a provision thaeds of 
would turn over to the state after wae an 
certain time all unclaimed insurane thod sail 
policy benefits. mmediat 

Attorney General Ervin, who ha prove on 
urged .escheatment bills in sever On the 
legislative sessions, has estimated thé ystem w 
an effective law would mean milliomjvide a rij 
of dollars of added revenue for t changes ¢ 
state. oo sghag 
au egis 
Mutual Of New York Life Sales Hai the 
First Nine Months Are $731A4%444 “on. , 


Total life sales of Mutual of Neq‘wing f 
York during the first nine months 4" aged, 
1959 were $731,484,656, a 16.1% ® = of 1 
crease. Individual life sales totale mmstry 
$582,191,323, including dividend addy Y issu 
tions; policies sold to members of propider per: 
fessional groups amounted to $7l#0verage 
million, and group life sales were $7 vatinuati 
778,000. eTsOns, ji} 
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it income 

uit and hy | e e in insolvency—the surest way there is “In addition to improving its prod- 
a4 att Re ates Evi S$ Of Forand Bill to get the government into the busi- uct, the insurance industry should 
ition of 4 Brive : ess. direct much effort toward improving 
job a chig Chicago Claim Assn. opened the plans, and after retirement through “We should know and advertise the public relations through individuals, 


Ts. Whersfii59-60 season with a well attended group plans with employer contribu- job being done by private health in- claim representatives and trade associ- 
increase pypnd enthusiastic gathering which fea- tions. A good estimate would be that surance,” he said. More than 124 mil- ations. We should let the public know 
he younggured 2 stimulating discussion of the more than 50% of the aged were cov- lion Americans have some form of what has been done, what is being 
etween gauss picture by Paul W. Watt, presi- ered at the end of 1957, he said. Some voluntary health insurance; in the done, and what the dangers are of 
- whom pent Washington National. Mr. Watt other good estimates are that 65% will past quarter century the volume has governmental compulsory plans. 

t of its negocused attention on the question of be covered by the end of 1960, 80% increased 30 times; in the past 10 years “The picture is not dark at all,” he 
by only} jovernmental supervision of insurance by the end of 1965, and 90% by the it has doubled. During the first six said. “We have problems, yes—but we 
npower yp the federal and state levels, and end of 1970. months of 1959 benefits paid under all shall always have problems, and we 
lium in ty pat can be done to prevent further In addition, he said, private insurers A&S policies totaled $1,445,000,000, an can meet them if we demonstrate by 
‘Pneroachment by the government into are already doing or considering the increase of 7.2% over the same period positive action that we are willing, 


© match gpite insurance business. following: Designing new policies to in 1958. able, and anxious to do the job.” 


With reference to the Forand bill reduce or eliminate termination of 


‘ed by othg : 5 
snd its potential cost to the public, he coverage for deterioration of health; 


to provid je i 
S .. ke ifiered the view that good judgment the use of substandard underwriting 
the secujgvould seem to dictate a closer look at with rated premiums at renewal time; 
y. The meine effects of such legislation where guaranteeing continuation of coverage 
asualty lingit has been tried. England’s national pyt reserving the right to adjust pre- 


1s. But ypnealth service bill was enacted in 1948 miums; extension of guaranteed re- 

1 also brpgwith an original cost estimate of £130 newable insurance, and experimenta- 

new leyemillion per year. Today it is costing tion in new fields of underwriting and 
ers. £690 million per year. In another 10 coverage. 

years the program will result in an Critics of voluntary insurance lose 

. estimated annual bill of £1.4 billion— ight of an all important fact, he said. 

idience; nearly $4 billion—if it is allowed to Changes for the better are being made 

xinberg continue “a ce ig basis, and, to continually, but while this is done the 

quote the og: “xpress, “free medi- companies must remain solvent, and 

eneral agefieal care would bring England to the rsockless underwriting can easily result 


t New Yotfiverge of penury.” 

S aspects . = 
ree sevarfsuskatehewan Figures Regional Workshops Will 
gan Ag Government hospitalization programs Consider Many Topics At 
at Mi my closer to home can be found in seven N. Y. Fall Del 
— of the 10 Canadian provinces, he said. -i.ra e egates Meet 





Michigan, 


a i In Saskatchewan, after one year of A variety of topics will be discussed 
te plannin operation, the cost has proved to be at the fall delegates meeting of New 
pointed @ nearly half again as much as the York State Life Underwriters Assn. in 
es may tal original estimate. The latest figure is the workshop sessions which, as in the 


2% of the general expenditures of the past, are set up on a regional basis. 
provincee—more than for education or Among the subjects up for discussion 
for needed highways. In British Co- when the workshops open at the Sher- 
rthwhile. lumbia, the annual cost of a plan aton Inn, Binghamton, Nov. 13, will be 
lint agen adopted in 1949 has now tripled. the 1960 federal and state legislative 
Ar. Steiner The cost of the Forand bill has been program; unincorporated business tax 
ethods estimated by the Department of problems; changes in the state associa- 
which couiq Health, Education and Welfare at just tion’s constitution, and liaison activities. 
- towards Ver $1 billion for the first year. In- The workshops, in addition, will re- 
.. surance actuaries have estimated first view the 1960 programs of local asso- 
ate Planning Year cost at twice that amount—$2 ciations for competition in the $50 Best 
ew of estatgillion. Then there are the taxation Program Award recently announced 
in the paq’spects. More government benefits by the state association. 

mean increased taxes. Harry K. Gutmann, Mutual of New 
York, New York, the state association 
president, will deliver his report at the 
luncheon. 


lopment, thi 
1cerned—thy 
company: 


Adverse Effects 
study 


prida 
set up ) 


re are other adverse effects, he 
said. In England, thousands are on ile 
mine lists for admission to hospitals. Mutual Of N. Y. Raises Its 
{there has developed a complete dis- . : 
a regard for the convenience of patients. Pension Interest Credits 
banks, it And only one voluntary hospital has Mutual of New York has raised from 
others, hi been built there since the plan went 3% to 4.5% its guaranteed initial in- 
appointmer'™ effect. terest rate on deposit administration 
house. Other major differences favor volun- funds and, at the same time, has re- 
Tas recently health insurance over government duced annuity purchase rates on all 
mpts to & insurance, he said. Voluntary insur- types of pension plans. 
gh the lege 1s written in many forms by Reductions will vary according to 
pal opposy™42y types of insurers, and provides ages. At age 45, for example, the re- 
d from thf? Wide variety of benefits to suit the duction will be 12.5%. 
ovision the needs of individuals and _ families. Termination values have also been 
tate after q/ice an insurer devises a better me- liberalized so that a greater percent- 
d insuranq‘ted or a better benefit, competitors age of employer premiums will be re- 
mmediately adopt it and try to im-* funded than formerly, and at a higher 
1, who have on it—and the public benefits. interest. 
in sever On the other hand, a governmental - 
anger ome — necessarily have to pro- Prospecting For Agents Similar To 
ean tidanges, or inne eetts: Any Seeking Sales, Denver GAs Told 
nue 10 Sah woul S pmciahape sang in the pro- _— Prospecting for good agents is quite 
sow legisla ee through similar to the never-ending job of 
and political processes. prospecting for personal production, 





fe Sales | hp — of benefits would re- Bernard Rosen, State Mutual, Den- 
731AMEN “One same for all. ver, told members of Denver General 


| Rs of the fingerpointing wedges Agents & Managers Assn. at the Oc- 
ual of Ne et from certain areas concerns tober meeting. “A wise job of prospect- 
e months 4 aged,” Mr. Watt said. He outlined ing on the part of the general agent 
1 16.1% i oad of the steps being taken by the or manager will result in less of a 
ales totale meeiry in this field, pointing up the cancerous wasting away in agency 
idend add > Issue of individual policies to production,” he said. Knowing how to 
bers of be ws r Persons; the providing of health look for the right kind of agent will 
»d to ‘rage which is paid up at 65; further the aims of management in 
s were $ ‘Putinuation of insurance on older building the agency to its full poten- 
etsons, individually and under group tial. 
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1 NEW HOME—ORLANDO, FLA. 
NEW COMPANY—PROTECTIVE LIFE 
NEW INCOME—$3,886 EARNED IN 3 MONTHS 


J. Edward MacEachon is a new resident of 
Orlando. Fla. He moved there in late 1958 
with his wife and two sons. In the few months 
since then the whole family has fallen in love 
with Florida living. 
Ed is also a new representative of Protective 
Life with the K. D. Cash Agency in Orlando. 
He joined Protective Life with 14 years’ ex- 
perience in the life insurance field, and an 
impressive record of production with other well 
J. Edward Mac- known companies. 
Eachon — his success 
story is typical of 
many enjoyed by rep- 
resentatives of Pro- 
tective Life. 


Ed joined Protective Life because it gave him 
the opportunity to live in Orlando, and because 
of his increased income earning potential. Since 
the move, Ed has almost doubled his earnings. 
During the first three months, he earned$3,886.26 
in commissions. 

The MacEachons are happy in Orlando. Ed 
is happy in his association with Protective Life. 
The Company is pleased and proud to have Ed 
as a representative in the thriving Orlando 
vicinity. 

The future looks bright for Ed MacEachon 
and his family. 


For Information 
about Protective 
Life General Agen- 
cy opportunities, 
write Charles B. 
Barksdale, Agency 
Vice-President. 


PROTECTIVE LIFE 


William J. Rushton Frsenrance Company 


President 








PROTECTIVE LIFE BUILDING 
BIRMINGHAM, ALABAMA 


Serving the South 
Since 1907 
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FeNATIONAL UNDERWRITER 


Don't Cast Agent In Fiduciary Role, AALU Amicus Brief Urges 


in the past, Rishel vs Pacific Mutual 
Life, 78 F. 2d 881 (10th Cir. 1935); 
Hult vs Home Life of New York, 213 
Ia. 890, 240 N.W. 218 (1932); Barkin 
vs Franklin Life, 14 Ga. 666, 82 S.E. 
60 (1914); Hart vs Waldorf, 177 Ga. 
590, 43 S.E. 998 (1903), but would be 
a refusal to recognize the economic 
facts underlying insurance selling. 
The life insurance industry, itself, 
clearly recognizes these facts. Appel- 


(CONTINUED FROM PAGE 1) 

lee could have procured no insurance 
without the underwriting approval of 
the insuring company, the New York 
Life Ins. Co. Irrespective of appellant’s 
personal determination of the suita- 
bility of the insurance program to ap- 
pellant’s needs, the insurance was, and 
could only have been, issued after the 
insurer was independently satisfied as 
to that suitability. 

This reviewing procedure 


only an indication of the correctness 
for appellee of the insurance at bar, 
but graphically demonstrates the po- 
sition of the life insurance agent in 
the insurance industry. There is full 
recognition by the industry that the 
agent’s job is that of a salesman. If he 
were viewed as a fiduciary to the in- 
sured there would be no purpose in 
not allowing him to completely deter- 
mine the suitability of the insurance 


is not 


















Pi~! 5 OUTSTANDING REASONS 
WHY YOUR SALESMEN 


j ea, WILL SELL BETTER... 


WITH COLBURN PRODUCED 
M-P* FILMS 


ACCEPTABILITY 


_ A film presentation has an interest and 

‘, excitement factor that makes it easier for 
the salesman to secure appointments. 
He will find too, that his prospect’s wife 
is much more likely to become interested, 
attentive, and convinced by a film presentation. 


BELIEVABILITY 


To the prospect, the film presentation is the voice of an 

‘x, authoritative, unbiased third party. As such he will be more 
‘44: inclined to believe and act on the facts presented. The film 
ip too, will be more effective than the vast majority of salesmen 
in making use of strong emotional appeals. 


wPRODUCTIBILITY 


Salesmen will make more calls... more sales. No matter how tired 
or out-of-sorts the salesman may be, he can rely on the film for a 

» “letter perfect,” enthusiastic sales presentation. With the 

aid of the film, that “one-more-call” is far easier 

and more likely to be made. 


*Motivation-Presentation 






MOTION PICTURES 
SLIDEFILMS 


HELP You. We have produced 21 Motivation-Presentation films for the 





HOW COLBURN ASSOCIATES CAN 


insurance industry that have aided in the sale of over $1 billion of insurance. With this wealth of experience in producing 


films for the insurance industry, we would welcome the opportunity of discussing with you the possibility of either 


sound slidefilms or motion pictures for use in your sales, training or recruiting programs. There’s no obligation . . . 


why not write or telephone us today! 





JOHN COLBURN ASSOCIATES, INC. 1122 CENTRAL AVE., WILMETTE, ILL. * Alpine 1-8520 * Chicago: BRoadway 3-2310 
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to the requirements of individual j, 
sured. 

We submit that, because of the p;. 
ture of an insurance agent’s incon, 
it would be unrealistic to require » 
him more than an honest and ay 
quate presentation of the facts up, 
which the prospective insured Car 
make a reasonable judgment. Te 
developed law of misrepresentation j, 
its requirements (viz., fraudulent mj. 
representation, intention to induce p, 
liance, and justifiable reliance) ; 
completely adequate to the task. 
Restatement of the Law of Ty, 
(1938), sec. 525. 

The insurance agent who SURgEs 
financing premium costs does take z 
added responsibility upon his shoy, 
ders, and should unquestionably jj 
held to that responsibility. It shoy; 
be incumbent upon that agent ; 
provide sufficiently accurate facts cq, 
cerning financing methods and 
adequacy of the cash surrender val; 
as collateral so that a reasonable choie 
can be made by the prospective jp. 
sured. 

In analyzing those aspects of tk 
appellant’s conduct that are partic. 
larly relevant to the selling of finanegj 
life insurance, it is manifest that 
duty of conduct was breached. 


A. REQUEST THAT PLAN BE KEPT Coyp. 
DENTIAL 


Appellant requested that appellx 
not disclose the plan of insurance y 
the complex schedules to other ingy. 
ance agents. The trial court held the} 
in doing so appellee was restricts 
from receiving competent advice, ani 
therefore was forced to rely complete. 
ly upon appellant. 

But appellant did not say, “Yu 
have to buy!” This was not the ca 
of an attorney saying to a client, “Yq 
must do such and such, or I will ds 
close to the public unfavorable x 
pects of your affairs.”’ This was a cas: 
of two adult people engaging in 
arms-length business transaction. Ap. 
pellant was in possession of insuranc 
information which, he felt, would 
of use to appellee. In return, he asked 
that appellee not disclose the infor. 
mation to other insurance agents, 


Not Forced To Accept 


Appellee, a college graduate, wa 
not forced to accept appellant’s infor 
mation. As a mature individual, hel 
to standards of maturity, he accepted 
this requirement and should be a 
countable for it. He had no legal « 


Wis. Leaders Told Weak 
Points Of Stock Theory 


Weak points in the theory tha 
stocks are a hedge against inflatio 
were cited by Davis W. Gregg, presi 
dent of American College, at the fal 
meeting of Wisconsin Life Insurance 
Leaders Round Table at Milwaukee 

Among these were the _ possibility 
of an unwise choice of stocks for it: 
vestment; stock prices climbing to 
high in relation to earnings, leading 
to a sharp drop in the market; and th 
uncertainties of future tax policy rf 
garding the benefits of stock owner 
ship. 

Even if stocks were a guarantee 
hedge against inflation, he said, fi 
nancial counselors agree that an i 








dividual should have a balanced it 
vestment program involving 0 
equities and fixed dollar type fund 
It is the agent’s job to use all 

“persuasive might to advise people ! 
speculate (in stocks) only after they 
have protected their life value assé 
with appropriate insurance and 
tained a reasonably balanced invest 
ment program,” Mr. Gregg decl 
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moral right to receive information con- 
cerning the insurance program offered 
py appe:lant. In his desire to obtain 
it, he consciously, without duress, 
agreed to the restriction after a pat- 
tern of normal commercial bargaining. 
The financing of life insurance, 
while operating on a simple and an- 
cient idea, differs from most credit 
arrangements in the complexity of the 
collateral. It is not every man or even 
every insurance agent who has had 
the training and experience to develop 
methods, whereby the financing can 
pe accomplished while maintaining 
gcure insurance protection. The ap- 
pellant, in the conviction that he had 
developed such a method, was under 
no obligation to make it available to 
his competitors. Again, it should be 
noted that the case at bar is one in 
which competitive commercial forces 
are continually at play. 


Many Experts Available 


Appellant could have required that 
appellee take the insurance blindly, 
or not take it at all. Appellee would 
have been free to reject the insurance. 
Appellant could then be deemed guilty 
of no more than extremely poor sales- 
manship. But appellee was not, in any 
way, restricted from referring the 
complex schedules to legal, accounting 
and statistical analysis. He had a broad 
gamut of competent, professional ad- 
vice available to him. 

Appellant certainly should not be 
forced to mold his conduct to a stand- 
ard in which he must make his en- 
tire skill and experience available to 
competitors. We are not here dealing 
with an international cartel or a na- 
tional monopoly. Sellers of financed 
insurance should not be expected to 
capitulate hard earned competitive po- 
sitions. 


Role Of Dividends Noted 
B. DIVIDEND PROJECTION 


Appellant informed appellee that he 
would receive on the purchased pol- 
icles certain annual payments, referred 
to in the insurance field as dividends. 
As these dividends would be received 
the annual cash outlay to carry the 
program would, of course, be reduced. 
This dividend feature is not essential 
to the advantages accruing when an 
insurance policy is financed. However, 
as the ultimate purpose of financing 
the policies is to obtain the maximum 
insurance for the minimum costs, it 
isobvious that any dividend payments 
received would further enhance the 
desirability of the entire financing ar- 
rangement. 

In its findings of fact, the trial court 
determined that appellant’s assertion, 
that the dividend “build-up” on the 
Policies would enhance the suitability 
of the policies to the appellee, was 
false and fraudulent. If the trial court 
meant that the receipt of dividends 
had no bearing on the suitability of 
the program the court was obviously 
and plainly wrong. Any reduction in 
cash outlay enhances an insurance fi- 
nancing program. 

The trial court might have meant 
that no dividends could be expected. 
If this is so, one searches in vain to 
Support the contention. The latest pub- 
lished figures on dividend payments 
by leading life insurance companies in 
this country show increasing larger 
dividend payments over the years 1950 
© 1959. See Life Insurance Courant, 


iq PP. 57-60 (July 1959). 


During this same period the New 
York Life Ins. Co., the insurer at bar, 
"as shown a decided increase in div- 
idend Payments. In 1950 it was paying 
approximately $3.50 per $1,000 of life 
surance coverage. In 1959 it was 
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paying almost $8 in dividends on the 


‘same coverage. Id. at p. 59. 


Thus, appellant was fully justified 
in his contentions relevant to dividend 
expectations. 


C. Income Tax DEDUCTIBILITY OF 
INTEREST PAYMENTS 


The trial court found that appel- 
lant’s contention, that interest paid on 
the loan would be deductible for fed- 
eral income tax purposes, was false as 
a representation of suitability of the 
insurance policies to appellee’s needs. 
It is difficult to see how the court 
could support such a finding. At the 
time when appellant sold the policies 
to the appellee, interest was clearly a 
deduction in computing federal income 
taxes. Section 23(b) of the internal 
revenue code of 1939. Such interest is 
still clearly deductible. Section 163 of 
the internal revenue code of 1954, 26 
U.S.C. sec. 163. 

It is quite obvious that if part of the 
cost of any transaction is a tax de- 
ductible item, the taxpayer’s income 
tax liability will be reduced. To the 
extent that appellee’s income taxes 
were lessened by the deduction he re- 
ceived on the interest payments, his 
total outlay for the insurance program 
was likewise lessened. Logic irrefuta- 
bly leads to the conclusion that the 
existence of the tax deduction en- 
hanced the suitability of the insurance 
program offered by appellant by re- 
ducing its cost. 


Congress Power Undisputed 


It is true that Congress, in its dis- 
cretion, can at any time eliminate the 
deduction. However, as late as 1958 
Congress considered the advisability of 
continuing the interest deduction on 
financed insurance. After fully assess- 
ing the situation it was decided to 
continue the deduction. See statement 
of Sen. Williams, hearings on H.R. 
8381 before the Senate committee on 


finance, 85th Cong., 2d Sess. 407 
(1958). 
Although future legislatures are 


not bound by prior statutory enact- 
ments, and Congress can change any 
facet of the internal revenue code, 
there is no indication that the interest 
deduction stands in greater danger 
than any other currently effective tax 
provision. In any event, there is no 
record of appellant’s having stated 
that the interest deduction shall re- 
main in force so long as appellee would 
be paying interest on his loans. 

Sellers of financed insurance can- 
not be expected to forego bringing an 
advantageous aspect of their product 
to the attention of prospective in- 
sured. The interest deduction, as such 
an advantageous aspect, is a legite- 
mate and usual sales aid. Mature busi- 
ness men do not ignore financial real- 
ity, nor should they be required to do 
so. 


Would Damage Industry 


IF APPELLANT IS HELD LIABLE AS A FI- 
DUCIARY A RETROACTIVE RULE OF LAW 
WILL BE ENUNCIATED THAT WILL HAVE 
SEVERELY DAMAGING CONSEQUENCES ON 
THE LIFE INSURANCE INDUSTRY 


Any decision of this court which 
does not clearly enunciate that the 
selling techniques of life insurance 
agents are within the normal standards 
set forth under the law of misrepre- 
sentation would have an immensely 
disturbing effect on the entire life 
insurance industry. The immediate ef- 
fects in Hawaii would be to stultify 
the growth and development of new 
life insurance techniques. Throughout 
the remaining jurisdiction of the ninth 
circuit, and indeed throughout the 
entire United States, the same result 


would occur in a more indirect fashion. 


A. RETROSPECTIVE EFFECT 


Up to the present there has been no 
indication that life insurance agents 
are fiduciaries to, or are in relation- 
ship of trust and confidence with, 
their customers. Not only sellers of 
financed insurance, but all sellers of 
insurance have been operating under 
the eminently reasonable supposition 
that they are salesmen, albeit sales- 
men of a complex commodity. If these 
salesmen are retroactively to be made 
fiduciaries, they will be open to an 
almost unmeasurable liability for past 
behavior. Conduct, which when per- 
formed, was completely unactionable, 
will now serve as the basis of a mul- 
tiplicity of tort suits. 


‘Unfairness Is Evident’ 


The unfairness of such a situation 
is evident upon its face. A rule of law 
which, without warning, will operate 
as the catalyst for the financial de- 
struction of honest men, has no war- 
rant in law or reason. If the court im- 
poses a fiduciary standard, it will be 
engaging in retrospective legislation 
with disastrous and completely un- 
supportable results. 


B. PROSPECT EFFECT 


Standing alone and without refer- 
ence to the remainder of life insur- 
ance coverage, financed insurance is a 
major American industry. Although 
figures are not available for the amount 
of policy loans made at the inception 
of insurance coverage, the use of life 
insurance as collateral, both at incep- 
tion and throughout the existence of 
the policies, is widely undertaken. At 
the end of 1958 policy loans directly 
from the insurer totaled $4.2 billion. 


Double The 1948 Figure 


This was double the figure for 1948. 
In the same period total life insur- 
ance outstanding increased by only 
150%. In the course of a single year, 
1958, policy loans increased by $319 
million. Furthermore, these policy loan 
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figures do not include loans made by 
banks and other financial institutions, 
for which cash surrender values pro- 
vide the collateral. See Life Insurance 
Fact Book—1959, pp. 87-8, published 
by the Institute of Life Insurance. 

A decision of this-court which would 


tend to cripple this huge industry 
would be unwarranted. In addition, 
although financed insurance is ex- - 


tremely complex in some of its aspects, 
it differs from other life insurance 
plans only in the degree of complexity. 
Any decision in respect to financed 
insurance will affect all insurance. 

The life insurance industry requires, 
for its continued vitality, a climate of 
free competitive enterprise, and the 
promise of reward for initiative and 
progressive thinking. Antiquated meth- 
ods of insurance protection will con- 
tinue to linger so long as newer and 
more beneficial methods are not en- 
couraged. The industry must have a 
continual infusion of young men with 
the intelligence to understand the 
complexities of the subject and with 
the ingenuity and imagination to mold 
those complexities to the best interests 
of adequate insurance protection. 

If individual initiative is discour- 
aged and a premium is placed on ti- 
midity, it will be impossible for the 
life insurance industry to recruit the 
type of young people who have his- 
torically supplied the imagination need- 
ed to keep insurance protection abreast 
of the sociological and psychological 
need for security. In short, a large and 
important segment of the dynamic as- 
pects of the life insurance industry 
will atrophy. This could only have det- 
rimental effects upon the social bene- 
fits wrought by life insurance, and 
should not be permitted to occur. 


CONCLUSION 


The law of misrepresentation, rath- 
er than the stricter standards of fidu- 
ciary obligation, should be _ utilized 
by the court in determining whether 
appellant’s conduct in the case at bar 
constitutes the basis for liability. 
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... with the Company that is moving out ahead with 30 modern types 
of Life insurance plans such as— 


$ PASSBOOK SAVINGS PLAN 
$ GUARANTEED INSURABILITY RIDER 


plus 14 Hospitalization, Accident and Sickness policies in addition to 
a flexible, highly competitive Group portfolio. 


GO FIRST CLASS with $ Audio Visual Selling, $ Financicl Assistance, 
$ Higher Commissions, $ Recruiting Bonuses, Unexcelled Home Office 
Support. For Agency Opportunities, wire or write— 
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FieNATIONAL UNDERWRITER 


Sees Pitialls in One-Stop Sales Concept 


(CONTINUED FROM PAGE 6) 


common types of general lines to be 
placed in force by a telephone call to 
a producer who subsequently sends a 
bill to the client. These essential dif- 
ferences could be a source of much 
confusion and misunderstanding on 
the part of both the agent and the 
buyer, Mr. Andolsek believes. 

The concept of an Equitable agent 
selling the complete line and securing 
a large clientele to place all insurance 


business with him raises some inter- 
esting questions in the area of com- 
missions, he continued. Life commis- 
sions follow the pattern of high first 
year, diminishing, reduced commis- 
sions in the following early years, 
followed by minimal renewal commis- 
sions. This recognizes that the initial 
sale involves a real selling job and 
that conservation efforts are frequently 
required in the early years. Property 


and casualty lines, on the other hand, 
are characterized by level commis- 
sions. Mr. Andolsek sees no possibility 
of a uniform commission scale for all 
lines. 

He wonders what will happen, to 
an agent’s accounts when he dies. 
Someone will have to take over his 
accounts, primarily to service the gen- 
eral lines. No other agent is going to 
do it, unless at least the general lines 
commissions are diverted to him. If 
they are to be diverted by death, Mr. 
Andolsek said, the successful agent 
who has built up a number of good 














You can “Roll a Strike” every time with Columbus 
Mutual’s Agent’s Contract, Induction Program, 
and Sales Packages— because your agents make 
money and you make money with: 


hiro: Commissions on Leading Par and Non-par Policy Contracts. 
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Vested Renewals. 
Higher Lifetime Compensation in Service Fees. 
Non-Contributory Pension Plan. 


Free Group Life Insurance. 













New Induction Program — completely flexible for 
new agents, established producers, and brokers alike. 


Profitable, success-proven Sales Packages. 
Practical, easy-to-use Visual Presentations. 


Streamlined Rate Books for 
Maximum Production in Minimum Time. 


Unexcelled Aut-O-Check 
and Check-O-Matic 
premium payment plans. 


FOR YOU 


Well-balanced General 
Agent's Contract 
providing liberal 
everwriting and liberal 
expense allowance. 


PLUS 


Friendly, effective Home 
Office assistance to help 
you in your Recruiting, 
Training, and Agency 
Building Program. 
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AGENCY-BUILDING OPPORTUNITIES in: 


Alabama, Arizona, California, Delaware, Florida, 
Georgia, Iliinois, Indiana, lowa, Kansas, Ken- 
tucky, Maryland, Michigan, New Jersey, North 
Carolina, Ohio, Pennsylvania, Texas, Virginia, 
Washington, D.C., and West Virginia. 
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accounts is going to figure cut Way; 
and means of transferring these ge, 
eral lines accounts under some 3. 
rangement which will avoid this resyj 

He visualizes a difficult problem in 
securing a proper staff for adiministe. 
ing general lines claims. Since the lif, 
business is accustomed to dealing wit, 
insurance which provides for paymer; 
of specified amounts in claims, it dog, 
not have adjusters but rather invegt, 
gators whose function is to develop 
the factual situation where necessary. 
Accordingly, a large part of claim, 
personnel would have to be securgy 
by raiding well established property. 
casualty companies. This would pro}. 
ably mean that the life company woyj 
have to pay a man substantially mop 
than he is getting at present. Thus 3 
the outset there would be added g. 
pense in getting into the businey 
making the competitive position mor 
difficult. 


Other Considerations 


From a broader viewpoint, the en. 
try of a large life company into the 
property casualty field on a volume 
basis would involve the use of sub. 
stantial surplus funds built up large); 
by present holders of life and annuity 
contracts of the life company, he noted 

There seems to be a _ reasonabk 
unanimity on the part of recent writ. 
ers and speakers that the acquisition 
of life companies by property-casualty 
companies has in a large measur 
been prompted by the stability and 
profitable operations of the life com. 
panies, which experience little fluc. 
tuations in underwriting gains ove 
the years. Conversely the property- 
casualty companies have in recent 
years experienced substantial under. 
writing losses, primarily as a result 
of inflation. If these observations are 
correct, it would seem that the prop- 
erty-casualty companies might wel 
consider the acquisition of life com- 
panies, but the very reasons which 
prompt this would suggest that a suc- 
cessful life company stay out of the 
property-casualty business, Mr. An- 
dolsek said. 

He added that since the laws of 
New York and other states now pre- 
vent the life company from acquiring 
a property-casualty company or doing 
a general lines business, his discus- 
sion was quite academic for the pres- 
ent. Nevertheless he left no doubt of 
his misgivings about the basic desir- 
ability of such maneuvers, should they 
become possible. 


Equitable Ordinary Sales Gain I 
September, Up 6.8% For 9 Months 

Equitable Society’s paid ordinary 
life business in September was more 
than $137 million, an increase of 
17.1% and a record. For the first 
nine months of 1959 ordinary sales 
gained 6.8%. 
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Jackson Cites 16 
Improved Items In 
fexas Regulation 


(CONTINUED FROM PAGE 14) 
had an insolvency of any kind in the 
past year and a half.” 

_“When we came upon the board, 
the liquidation division was in a state 
of confusion and inefficiency, with a 
serious question existing between us 
and the courts as to authority and re- 

nsibility,’” Mr. Jackson said. After 
me test cases in the supreme court, 
the law was clarified, recognizing the 
jdministrative control of the board 
over the liquidation division. That di- 
vision is now well organized and prop- 
erly functioning. He explained that the 
new board was confronted in 1957 
with an accumulation of receiverships 
of many year’s standing. Of 64 such 
receiverships, 40 have been closed. 


two New Duties In 1957 


—Two important new duties were 
plaeed upon the board in 1957: first, 
the policy form approval law requir- 
ing the department to approve or dis- 
approve policies in life and A&S. This 
law is in full operation and the de- 
partment reviewed and approved or 
disapproved approximately 30,000 
forms since 1957. Additionally, the de- 
viation law requires approval or disap- 
proval for deviations as to rates in fire 
and allied lines. ““We have successfully 
performed under this law,” Mr. Jack- 
son said, “and have carefully scrutin- 
ied each application for deviation.” 
Texas has greater rate authority than 
any other state, he observed. 

—The policing of the conduct of 
agents has been improved, he added. 
A number of licenses were cancelled 
after public hearings, and many illegal 
practices by agents are a thing of the 
past. 

—The board has reviewed the com- 
petence and fitness of the manage- 
ment of insurance companies, ‘‘which 
has brought about the elimination of 
promotional, inept or dishonest man- 
agement in a number of instances, and 
has caused the departure of several 
unworthy individuals from the Texas 
insurance industry.” 

—With no increase in maintenance 
assessments or fees, the board has 
saved from its operating funds and 
deposited to the credit of the state 
building commission $1,750,000, the 
full amount authorized for a new in- 
surance building exclusively for the 
board of insurance, with approximate- 
ly 70,000 square feet. It should be 
completed and occupied in about 18 
months. 


Made Comprehensive Revision 


—The board has made a compre- 
hensive revision of the rules and rates 
governing credit insurance, “eliminat- 
ing the use of this form of insurance 
asa cloak for usury,” and resulting in 
savings to Texas policyholders esti- 
mated at $8 million or more per year. 

—Mr. Jackson said the department 
has made “prompt rate revisions, either 
upward or downward, as the need in- 
dicated,” in fire and casualty. This 
year fire rates were reduced more 
than $6 million and automobile more 
than $22 million. 

—The Texas safe driving automo- 
bile insurance plan, has just been 
Mtomulgated, applying to all compa- 
nies and to all risks eligible under the 
family automobile policy. In effect this 
Sa Sub-classification plan, whereby 
Premiums will be determined in ac- 
tordance with driving records, both as 
fo accidents and moving traffic viola- 
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Slichter Stresses 
Investment Aspects, 
Need For More PR 


(CONTINUED FROM PAGE 2) 
year exceeded $47.6 billion, group $12.2 
billion, and industrial $7 billion. Those 
are sizable numbers, but perhaps 
more significant figure both from the 
industry’s and the country’s standpoint 
is the amount of protection per family 
compared to disposable income per 
family. Average protection per family 
at $8,800 increased about 6% in 1958, 
and amounts to better than 1.5 times 
family disposable income of $5,600. 
Assets at $107.5 billion increased by 
about 5.5%. The assets of our industry 
are large because they reflect the sav- 

ings efforts of 112 million people. 


Asset Growth Noted 


As a matter of fact, our asset growth 
is at about the same rate as gross 
national product. In other words, as a 
gatherer of savings for investment, 
and as a supplier of capital, we are 
just about holding our own with the 
expansion in the economy. That may 
sound reasonably satisfactory to some 
within our industry, but the fact of 
the matter is our rate of growth in 
assets has slowed down markedly 
compared to the earlier decades of the 
century, excluding of course the dis- 
mal 1920s. Here is the record: Per- 
centage gain in assets 1900-1909, 128%; 
1910-1919, 86%; 1920-1929, 157%; 
1930-1939, 67%; 1940-1949, 104%; 
1950-1958, 80%. 


What is the significance of this 
slowdown in asset growth? Before 
answering that question let’s 


look at the percentage gain by 
decades in total insurance in force: 
1900-1909, 98%; 1910-1919, 133%; 
1920-1929, 187%; 1939-1939, 11%; 
1940-1949, 93% and 1950-1958, 137%. 
These rates of growth crisply point up 
a fact which you are well aware of: 
The protection features of our life 
insurance contacts for receiving either 
more sales effort or sales response than 
the savings-investment features. I 
suspect it is both. As an industry we 
have pushed hard for the easier sale. 
We have done a fairly good job of 
convincing people they should provide 


‘financial indemnity for their families, 


but we have done only a mediocre job 
in persuading people to save money 
and direct their savings into the best 
all-around medium there is: Life in- 
surance. 


Content With Large Volume? 


This is not news to you and maybe 
neither you nor your company is con- 
cerned. Perhaps you are content with 
large volume sales whether it’s term 
or group. I am not, for the very simple 
and blunt reason that I believe that 
the life contract that combines both 
protection and savings investment is 
so important to the individual, and to 
our economy too, that its sale is wor- 
thy of our best thinking and energetic 





tions during the past three years. This 
will result in a 20% reduction for 
about 57% of Texas drivers, said Mr. 
Jackson. Premiums will increase ac- 
cording to driving records to 100% sur- 
charge. 

—The department is presently en- 
gaged in a study looking toward the 
promulgation of a complete and sys- 
tematic set of rules and regulations 
regarding mutual assessment compa- 
nies in the life and A&S field, of 
which there are 700 presently doing 
business in Texas. 
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memo to home 


office executives 





One Good Way To Keep 


Good 


Agents Happy 


We believe a good agent is happiest with the company 

best able to accept all the business he has worked hard to get. 
No company likes to turn business away, or disappoint 

its producers, by rejecting substandard applications. And it’s 
often unnecessary, because many “‘borderline” cases can be 


successfully written, if the company gets the right 


underwriting help and gets it in time. This is precisely 
what North American Reassurance Company provides. 


We are in life reinsurance exclusively, with hundreds of 

life company clients depending upon us for superior 
underwriting assistance. Because of our unusual depth of 
experience in underwriting substandard business we 

are usually able to determine immediately whether or not a 
difficult case can be successfully written. Of course, 

we will share the risk or even take it all, if desired, at the 


lowest rate obtainable commensurate with sound 


underwriting. We can do the same for 
you and your agents. 


Superior underwriting, and all our other 
non-competitive services to life companies, 
are outlined in our booklet, *‘Reinsurance 
Exclusively’’. Why not write for your free 


copy today. 
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REASSURANCE COMPANY 


161 East 42nd Street, New York 17, New York 


MUrray Hill 7-1870 


Reinsurance Exclusively 
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mean a more productive South 





Production of aluminum has more than doubled 


since 1950 as more industries find uses for this 


“‘miracle’”’ metal. Ten years ago, automobiles 
used less than 10 pounds of aluminum. 
Today, some automobiles average 


197 pounds, including such ingenious items as 
gold anodized aluminum grills. It is significant 
that this rapidly expanding industry is largely 


concentrated in the South with nine of 


the nation’s primary producing plants 
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If you have experience in the actuarial aspects of 
INDUSTRIAL INSURANCE and are a Fellow or 
Near-Fellow, you may be just the man we are 
seeking. 


As a multiple line company with one and one-half 
billion dollars in force, we need a man who will 
become the Industrial Actuary, responsible for the 
actuarial management of one-half billion dollars 
of industrial business. If you are interested in join- 
ing a steadily expanding organization with an ex- 
cellent future, do not let lack of experience in 
certain phases of the Industrial business deter you 
from answering this ad. 


Our new Home Office is located near but not in a 
large midwestern city. A near-by university adds 
to the attraction of our location. Retirements, a 
recent death and the vastly increased utilization 
of actuarial talent in all lines of business have led 
to this attractive opening. 





INDUSTRIAL 
ACTUARY 


Your starting salary, based on experience, should 
be attractive and recognition of demonstrated abil- 
ity will be quick and concrete. If you have the 
ability, one year can bring you to the top level in 
our organization. Replies are confidential so please 
give us full facts about yourself and your qualifi- 
cations. Write to Box K-4, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, II. 


























ACTUARY 


Medium size company in Midwest with $20 million Group Term and 
A&S premium income interested in employing actuary with experience 
in Group Paid-Up Life Insurance to create new division. Essential that 
this man have a grasp of the administrative procedures necessary for 
efficient operation in such a line. Will accept an Associate or near 
Associate (if experience warrants) provided individual can attain Fellow- 
ship in a reasonable period of time. 


An attractive salary and job status will be fitted to the individual's 
qualifications. The future offers solid job satisfaction and financial 
fulfillment. All inquiries handled on confidential basis. Write to Box 
K-12, c/o The National Underwriter Co., 175 W. Jackson Blvd., 


Chicago 4, Ill. 
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TOP HOME OFFICE OPENINGS 


Department of firmly established A & ° 
pany has created two immediate opportunities: 


The associate or Fellow who takes this position 
will move from fourth or fifth place with present 
connection to first place in his profession with 
our organization. He will be in a position to 
advise management on agency and accounting 
matters. 


The man we seek is a full 


rangements. He will head his own department 
and have opportunity to advise management on 
underwriting operations. Unlimited future . . . 
top salary. 


Please write in confidence and include details 
on background, experience and salary require- 
ments. Send your reply to: 


ASSISTANT ACTUARY 


Marvelous opportunity for young man to join a 
fast growing life company with Ordinary, Weekly 
Premium, Group, Industrial H & A coverages. 
This is an opportunity of a lifetime. Very attrac- 
tive salary to the person who can qualify. Some 
formal actuarial training and some experience 
necessary. Please reply, in confidence, giving a 
summary of your experience and personal back- 
ground to Box K-27, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, Ill. 


apid expansion of new but well-rooted Life 
com- 


ACTUARY 





LIFE UNDERWRITER 


qualified Life Under- 
ge of reinsurance ar- 





riter with some knowl 


AGENCY VICE PRESIDENT 
AVAILABLE 


Executive with wide experience of nine 
years in the field and thorough knowledge 
of all phases of life agency operations 
available November Ist. Have complete 
know how to recruit and develop General 
Agencies. Write Box NY-16, c/o The Na- 
tional Underwriter Co., Adv. Dept., 17 
John St., New York 38, N.Y. 





Harry T. Dozer, President 
Fidelity Interstate Life 
Philadelphia 2, Penna. 
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action. To persuade an individual to 
embark upon a sensible, sure and 
adequate personal financial program 
that will safeguard his family against 
financial disaster and himself against 
poverty and dependence, is truly a 
great and rewarding achievement. Dif- 
ficult, yes, of course, because all im- 
portant accomplishments require su- 
perior talent and skill, and it takes 
real selling ability to persuade people 
to channel some of their personal 
income away from _ satisfying and 
pleasant spending on tangibles and 
services—that extra fancy car, or a 
glass fiber boat, or plush vacations in 
Hawaii. Our industry has always re- 
quired selling ability of the highest 
order. It requires persuasive talents 
that stem first from strong and sincere 
convictions and second from knowledge 
and technical competence. 


Asks Investment Question 


This discussion of the slowing down 
of asset growth constitutes that back- 
ground for my second question which 
is an investment question. Have we 
sold out to the other fellow’s propa- 
ganda? 

I have spent much of my life in the 
investment side of the life insurance 
business. I certainly mean no disrespect 
of the sales end when I say that I 
don’t think anybody has yet solved the 
problems of presenting life insurance 
as an investment. There have been 
some great contributions, such as that 
of Albert Linton, but we are still lack- 
ing a method of telling the life insur- 
ance investment story in a_ simple, 
effective and popular way that will do 
real justice to its merits. One problem 
is that life insurance is not an invest- 
ment in the generally understood sense 
of that word, yet we are always forced 
to make our comparisons in the gen- 
erally understood terms. And when we 
go to the artificial device of trying to 
divide a life insurance policy into 
component parts, such as the risk and 
investment elements, we don’t tell the 
story either, because, unlike bonds or 
sticks, the whole of life insurance is 
so much greater than the sum of its 
parts. What we have is a hybrid some- 
thing or other providing for multi- 
lateral realization of a man’s greatest 
asset, the investment of his family, 
of his friends, of society, and of his 
own life’s endeavors in himself. The 
elements are guaranteed results, al- 
ways-available cash value, strong di- 
versification, prompt professional rein- 
vestment of interest and dividend 
income, variety of nonforfeiture pro- 
visions, accumulation benefits, unique 
mathematics of interest income com- 
pounded at good rates. An impressive 
list. Is it good sales copy? I am afraid 
not. 


Compounding The Problem 


Compounding this problem, I won- 
der if some of the forces of the past 
several decades—low interest rates, 
for example, plus the glamor of rising 
stock prices—have not lessened our 
sales confidence and punch? The in- 
vestment record of our industry is 
good. Indeed, the record of some com- 
panies is outstanding. Because our 
assets are made up of fixed dollar 
investments does not mean that they 
inadequately meet current and prob- 
able future conditions. Let’s review 
events for a moment. 

The dismal and stagnant 1930s pro- 
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Dependable, 
cessful experience recruiting, training, broker- 
age, and of agency administration. Interested 
in Spear-heading Non-Can. A. & 


The National Underwriter Co., 175 W. Jackson 


RESIDENT SUPERINTENDENT OF AGENCIES 
AVAILABLE FOR SOUTHERN OPERATIONS 


Sound background-history agencies supervision 
& new agencies development. Desire regional 
direction of life co. or life affiliate fire-casualty 
group (have background). 40. Write Box K-48, 
c/o The National Underwriter Co., 175 W. Jack- 
son Blvd., Chicago 4, III. 


General Agent Desires to 
Re-locate on West Coast 
plus broad background of suc- 


S. and follow- 
g up with Life Insurance. Reply Box K-43, c/o 





vd., Chicago 4, II! 








AGENCY VICE PRESIDENT 


with most outstanding record in agency build- 
ing and highest references wants association 
with progress've minded Life and A&S company. 
Reply to Box K-50, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 
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duced few investment opportunitig 
for savings dollars. Business Concer, 
were not expanding. Most Manage. 
ments were busy strengthening Organ. 
izations, and manufacturing and jc. 
tributing facilities that had been jolieg 
and severely shaken by the economic 
storms. Common stocks had been on, 
steep and bumpy toboggan slide. The 
supply of savings dollars in life ingy. 
ance companies, in other institutions 
and in the hands of individuals eg. 
ceeded by a large margin the demang 
for capital funds. Interest rates, th 
rental cost of money, dropped, wtih 
the result that the investment incom 
and the rate of return of life companig 
also declined sharply in the decade 
ending in 1939. The war economy tha 
followed was not a free economy jp 
any major respect. Housing and mog 
areas of construction were completely 
stopped. Consumer goods were rm. 
tioned and prices were regulated, 
including the cost of long-term Money 
to the Treasury. Interest rates wer 
artificially low, with the result tha 
rate of return earned by our industry, 
as you recall, dropped to below 3% 
We who were then laboring in the 
investment departments of life insy. 
ance companies had little cheerfy 
news or encouraging results to report 
to our friends in the field who wer 
selling our product in the 1940s. To be 
sure, post war we were supplying 
necessary capital dollars for American 
industry to expand, and thus provide 
better jobs, more housing, schools and 
highwys. These savings dollars were 
functioning efficiently and effectively, 
but they received low wages due to the 
artificially low interest rate policy of 
the federal reserve. The U. S. Treasury 
bond market was “pegged” by the buy- 
ing activities of the federal reserve, 
thereby adding further pressure to the 
inflationary forces that were alread 
stirred up for release in our post-war 
economy. 


Sen. Douglas’s Committee 


Sen. Douglas’s committee in 1950 in 
its report to Congress pointed out 
clearly that holding down the yield 
and supporting the prices of USS. gov- 
ernment bonds weakened the federal 
reserve’s ability to use vigorously 2 
restrictive monetary policy as an anti- 
inflationary measure. Market support 
upon the part of the federal reserve 
was gradually removed in 1951 and 
since then, with but few exceptions, 
the Federal Reserve Bank has not 
attempted, through its buying activity, 
to peg or fix the price and yield of 
long-term U.S. Treasury issues. Interest} ‘ 
rates have since 1951 again reflected} | 
the interplay of the forces of demand 
and supply. Rates in the past eight 
years, both short term and long, have 
moved up and swung down, but the 
trend over this period has been basic- 
ally upward. The yield on long-term, 
good quality corporate bonds have 
moved from under 3% in 1951 to over 
5% today. Individuals, business con- 
cerns and public bodies have expanded 
their respective needs for capital dal 
lars, demand has been strong an 
savers have benefited through the in] 
crease in interest rates. 


Results Are Good 


Our investment results have in 
proved substantially, but have Wwe 
made present and potential policy- 
holders aware of this important fact’ 
As an industry we have increased ou 
return since the low point in 1947 from 
2.93% to 3.85%. That’s a gain of ove! 
30%, and a number of companies have 
produced gains of about 50% in yieli 

I see no reason why life insurane 
is only mildly and infrequently met 
tioned when investment results at 
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‘cussed either by professionals or by 
the millions of people who save. Is it 

ause we have not recovered from 
he defeatist thinking of the 1930s and 
1940s? 

Of course the stock market and mu- 
tual funds and other forms of invest- 
ment will from time to time attract 
attention, and divert action upon the 

of some; any experienced financial 
counselor recognizes there is a time 
gnd place for investments of this 
character. However, we know that 
nine out of every ten bread-winning 
male adults need our kind of invest- 
ment program first, and need a pro- 
gam built up to an amount that 
adequately protects and soundly in- 
demnifies current and prospective in- 
come. Our product, life insurance, 
should form both the foundation and 
basic structure of practically all indi- 
yidual investment programs. Other 
investment superstructures can be 
later erected upon our structure, but 
this should not be done until the life 
insurance program has been firmly 


established. 
Interest Rate Levels 


I have mentioned that interest rate 
levels in recent years have enabled life 
insurance companies again to produce 
superior investment results. Many 
companies this year are investing 
current funds at yields of better than 
5%, and some companies are obtaining 
yields on new mortgage and security 
purchases of over 5.5%. Contrast this 
with yields on good stocks of less than 
3%. Even if this dividend yield of 3% 
is increased each year by a growth 
factor of 10%—a liberal assumption— 
it will take about eight years before 
a 55% rate is reached! I obviously 
am not attempting to give the com- 
parison between stocks and bonds in 
all its details. But the fact is that the 
yield relationship between stocks and 
bonds has completely reversed within 
the last decade. We must be alive to 
this and not understate our case on the 
basis of facts that are more than 10 
years old. Our sales people can point 
out with enthusiasm and confidence 
the sound and satisfactory investment 
results we are obtaining. Current rates 
are above a year ago, and of course 
can swing back to those levels, de- 
pending upon general business condi- 
tions. I do not expect, however, to see 
rates again approach the low levels of 
the late 1940s unless they are driven 
down by political action. Why? Simply 
because there are so many important 
jobs for capital dollars to do in this 
country. 


Speaking Loud Enough? 


Do we speak loud enough in the 
market place at the institutional level? 
This question, again, is a lot easier to 
ask than to answer. The tax bill? We 
Were too busy arguing among our- 
selves. Inflation? The institute program 
has been a notable one. Publicly and 
privately most of us have gotten on 
the record in one way or another, but 
I suppose all of us wonder whether 
we have adequately dramatized the 
stake in stable prices of our hundreds 
of thousands of present and prospec- 
lve beneficiaries. Frankly, I cannot 
answer this question as it relates to 
inflation. 

_But let me carry these general ques- 
lions a bit further, leading to another 
area of broad national policy. How 
many of our policyholders are aware 
of and have any understanding of the 
highly important debate that has been 
going on in Washington during the 
past three months? Although this con- 
ttoversy concerns indirectly every 
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American and directly every owner of 
a life insurance policy, it has received 
little public explanation in prominent 
newspaper coverage. Indeed, the stock 
market has gathered more headlines in 
this past three month period than the 
debate I speak of. And our own indus- 
try has been singularly silent in this dis- 
cussion; we have been quite uncom- 
municative with both the public and 
our own policyholders. 


Controversy In Congress 


I refer to the controversy that has 
been going on in Congress over the 
President’s request to remove the 
statutory interest rate ceiling on sav- 
ings bonds which is 3.26% and on long 
term U. S. Treasury bonds which is 
4.15%. The ceiling rates were uncom- 
petitive and the Treasury was blocked 
by these restrictive rates from carrying 
out orderly debt financing operations. 

On June 8th President Eisenhower 
sent a special message to Congress 
asking for the prompt removal of the 
interest ceilings on savings and Treas- 
ury bond issues. Why? For the simple 
reason that individual savers found 
they could do better in a free and 
competitive market in investing their 
savings; other opportunities provided 
returns of 0.5% to over 1% above the 
government interest rate ceilings. Sav- 
ers were doing much better elsewhere 
and it was therefore impossible for the 
Treasury to stimulate the sale of its 
own savings bonds. The rates offered 
were too low and were unacceptable 
to informed buyers. 


Treasury’s Situation Outlined 


The Treasury found itself in the 
same situation relative to its long term 
bonds. Its outstanding bonds have been 
selling at yields close to or above the 
4.25% ceiling rate established in World 
War I. The Treasury has been blocked 
from competing for funds in the long 
term market by this obsolete require- 
ment. Congress after months of expen- 
sive delay in September recognized 
the necessity of changing the interest 
rate on the savings bonds and author- 
ized moving the ceiling rate from 
3.26% to 4.25%. During the second 
quarter of the year, while the con- 
gressional debate was going on, savers 
cashed in over $500 million more bonds 
than they bought. Congress failed to 
act however on the 4.25% ceiling on 
long term bonds. It not only did not act, 
but some of the “liberal” members of 
the House and Senate have in debate 
and hearings offered proposals to con- 
trol the price and yield of U.S. Treas- 
ury securities by Federal Reserve 
Bank buying, thereby destroying the 
free market for these securities. 


An Artificial Market 


This type of artificial market sup- 
port took place in the 1940s and was 
discontinued in 1951 following the 
release of a special report made by the 
sub-committee of the Joint Economic 
Committee headed by Sen. Dougias. 
The market support action of the 
federal reserve held interest rates 
down to very low levels. The effect of 
controlled markets on the inventive to 
save, on stimulating inflationary forces 
and on credit expansion is all part of 
this question. It is a complicated one, 
unexciting and difficult to interpret 
and communicate to the public. In fact 
it is almost impossible to arouse much 
attention and discussion upon the part 
of the savers. 

Controlled markets, as opposed to 
free markets, whether securities or 
commodities such as wheat, create 
highly artificial conditions relative to 
true supply and demand. Once started, 
there is also always the temptation to 


continue indefinitely the expensive 
buying operations and it is difficult to 
again restore free market conditions 
without inflecting sharp and wide 
price changes in securities. 

The technical arguments advanced 
by some members of Congress seem to 
brush aside completely the basic con- 
cept that savers, like all other mem- 
bers of the community, are entitled 
to a fair and equitable compensation. 
Markets should not therefore be “rig- 
ged” against this important group of 
thrifty individuals. 


SEC’s Rules Cited 


As a matter of fact the rules and 
regulations of the Securities & Ex- 
change Commission are_ specifically 
designed to prevent this kind of man- 
ipulation in the corporate bond and 
stock markets. Do we not have the 
right to expect that our servant, the 
government, will not do what others 
are not permitted to do? This is both a 
moral and economic question. 

Urging the federal reserve to buy 
U. S. Treasury bonds, as some mem- 
bers of Congress have done, disturbs 
many people because this kind of 
action ignores the need to enlarge and 
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broaden the investment market for 
U. S. securities and thus stimulate 
savings and increase the number of 
people saving. Pegged markets discour- 
age savings and limit the size of the 
market and destroy its ability to re- 
flect true demand-supply relation- 
ships. 

We who represent the largest single 
group of savers are particularly con- 
cerned. Whether or not our own com- 
panies will be large buyers of U.S. 
Treasury bonds is not the question. 
The Treasury must attract and main- 
tain savings dollar buying of its secur- 
ities by offering them from time to 
time on competitive yields. In so doing 
the entire savings process will be 
stimulated and that is important. 

We need more savers and we need 
more savings dollars, not less. It’s 
through savings that our economy can 
be supplied with the necessary capital 
dollars each year to make growth and 
gains in living standards possible. To 
the extent that it needs a share in the 
country’s savings dollars the USS. 
Treasury should not be prevented 
from competing on the same basis as 
other seekers of capital. 

The American citizen is articulate 


are you 
ready 
to join 
them? 
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HteNATIONAL UNDERWRITER 


LIBERTY and FREEDOM 


[he Statue of Liberty is an 
important symbol to all 
Americans because it repre- 
sents the freedom which is the 
foundation of our way of life. 
Our Company is proud to use 
it as its trademark. 


Men to remain free must pro- 
vide security for themselves and 
their families and most 
American families have found 
life insurance to be the best 
way to provide this security. 


Liberty National Life Insurance 
Company is providing a large 
measure of security for many 
families. Over a quarter of a 
billion dollars is held by the 
Company for the protection of 
policyowners. Perhaps this 
financial strength is one of the 
reasons why more and more 
people each year buy their 

life insurance from 

Liberty National. 





LIBERTY NATIONAL LIFE INSURANCE CO. 


Frank P. Samford, President HOME OFFICE: Birmingham, Ala. 








sometTHinc NEW 
HAS BEEN ADDED! 


L. B. D.... Larger Benefits at Discount! 
The United Life product is now more appeal- 


ing than ever with this new PREMIUMS 
GRADED BY SIZE feature! UP goes protec- 
tion, DOWN goes cost per $1,000. Here's a 
real client-builder! Get fulf details from us 
now. 


a ee LIFE AND ACCIDENT 
¢ INSURANCE COMPANY 


we 
SL CONCORD, NH. EST. 1913 


Write H. V. Staehle, Jr., C.L.U., Field Management 
V. President, United Life, 5 White Street, Concord, N. H. 
STATES SERVED: Cal., Conn., Del.*, D.C., Ind.*, La., 
Me., Md.*, Mass., Mich.*, N.H., N.J., N.C.*, Ohio*, 
Pa.*, R.I., Vt., Va.* 





*Geoneral Agency Opportunities Available 
Overseas Territories Available 
Brokerage Opportunities Available 





; and vocal in discussing his own wage 
| or salary situation. Congress has pro- 











tected him with a minimum wage law. 
Taft-Hartley and the recently enacted 
labor legislation give each worker im- 
portant rights and protection. Most of 
these people are also, of course, savers. 
It’s through their sacrifice and thrift 
that we have most of our capital for 
business and housing. Why then do so 
many politicans always talk about 
grasping “Wall Street,’ banks, money 
changers, exorbitant interest rates, 
and the poor downtrodden borrower? 
Who receives this rent money called 
interest? Millions of small people in 
this country. Why does the politician 
beat his breast for the farmer, and 
the small business man and the factory 
worker and forget all about the saver, 
who is not only all these, but the clerk, 
doctor, lawyer, school teacher, preach- 
er, indeed almost everyone? This 
banker-Wall Street cliche is meaning- 
less and as out-of-date as a stove pipe 
silk hat. 


Same As Cutting Wages 


I happen to work for over one mil- 
lion savers and few if any of them on 
Wall Street. They live all over this 
country and by and large they are 
people of modest means. They are hard 
working and they deserve good pay 
and they receive it; they are thrifty 
and within our company these million 
people have saved about $4,000 each. 
When Congressmen talk of using arti- 
ficial market action to force down 
interest rates during highly active 
business periods, they propose to cut 
the wages on savings. Cutting wages 
is known to reduce work output, and 
so it is with savings. Cut the rate, force 
it down below levels produced by de- 
mand-supply factors, and the supply 
of savings will diminish. 


How To Interest Congress? 


How can we interest Congress in 
the problem of increasing both the 
number of savers and the amount 
saved? How can we interest savers, 
whose dollars make up our respective 
companies’ assets, in some of the im- 
portant things Congress is doing and 
not doing? 

I firmly believe, as I have earlier 
said, that ordinary life insurance has 
strong investment merit. We can with 
enthusiasm and conscience push its 
sales to the public. We must also, how- 
ever, improve both the public’s and 
Congress’s understanding of the sav- 
ings function and of who the country’s 
savers are. Here indeed is a never- 
ending problem in communication and 
public relations. 


Pru Converting 100-Year 


Loans To Shorter Terms 


Prudential has begun converting its 
outstanding 100-year industrial loans 
into shorter-term ones. The company 
said the move is being made in view 
of the current outlook for continued 
high levels of interest rates on long- 
term debt. 

The conversion program will permit 
Prudential to reinvest funds regained 
at anticipated higher interest rates. 

The company explained that conver- 
sion privileges occur at different times 
for each loan and in most cases will re- 
sult in 25-year sinking fund notes. 

The first loan to be converted under 
the new program will be a 100-year 
loan to Union Carbide Corp., of which 
Prudential and Metropolitan Life each 
hold $150 million, 334% notes. 

Both companies have exercised their 
option to convert these notes, effective 
Nov. 2, into 25-year 314% sinking fund 
notes. 
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IAAHU Board Revives 
Black Cat Week And 
Forand Legislation Feg| ui 


Black Cat week is being revived py | jetail \ 
International Assn. of A&H Unde] He ! 
writers, and the board is having jj, ] gust b 
erature prepared for the week Ending | for his 
May 13, the only Friday the 13th jn} his sal 
1960. 

Membership in the Black Cat Clu} He x 
is open to agents who write 13 or More | on befe 
A&S policies during the week. Qug, | garter. 
ification for 13 years will constitu} you ask 
life membership. Agents will receiv} how @ 
their instructions through kits, and 2| shows | 
Hoodoo News will be published. Mr. . 

In other action during its 2-qayf to pre-( 
meeting, the board approved the Wg.] :etentio 
dorf Astoria Hotel as the 1961 ¢op.| starting 
vention site of IAAHU. Turnové 


Concerned Over Cash Sickness Lays | Advocat 


The board expressed concern oye} At th 
the possible spread of cash sicknex| first evé 
laws, which now pay as high as $s} ident Jc 
a week in New York. agement 

President Oakley Baskin, Mutyj| sibility.’ 
Benefit H.&A., Buffalo, warned tha golden 
the Forand bill will undoubtedly pag the slide 
unless there is a “flood of protest” {j manage! 
legislators. He urged zone chairme, commit 
to recommend to local association tue in | 
that they list legislators in their qi. in mind 
tricts so that members may contac:{ words c¢ 
them. The F 

Even more dangerous than the Fy.| Smith F 
and bill is the infiltration of the Cap. ager at 
adian nationalized hospitalization sys.J managen 
tem into the U.S., according to Rich.Jpower 
ard Michaels, Federal L.&C., Buffalo| lection 
“What happens on one side of {h| tion. He 
border has a tendency to happen qf over: bac 
the other side sooner or later,” he de-f tion; im 
clared. and lack 

Visits to Canada indicate to him|admoti 
he said, that the average Canadian ifgys Tel 
delighted with the new system, whic} _. 
completely hides the true cost of ho. Life u 
pitalization. “Many Canadians in bor4 “Sines, 
der areas work in the U.S.,” he pointe place ae 
out, “and they are constantly ‘talkin; ‘Tel the 
up’ the system to Americans.” and if yo 

get sound 


will not | 
promise 1 
gardless 

Also, he 
not, at th 


Nover 








Force 40% Premium Increase 


Mr. Michaels reported also that the 
Metcalf bills in New York force ; 
40% premium increase on_ privat 
enterprise insurance companies whik 000 polic: 
exempting Blue Cross. “You can imag we ed 
ine what this price advantage mean ae bien 
in competition,” he said. iy is pre 

Managing Director Bruce Giffori tts Sap 
reported that A&S agents are not em: 
ployes under the terms of the socid 
security act. The executive committe}, 
he noted, had considered this and hail 
decided the status quo is a blessing}. benefi 
not a burden. president, 


Would-Be Qualifiers For Neues 


panies to k 
National Quality Awards és Reer 


Have Only Two Months Left} ‘ndivia 

Presidents of local associations ¢ Tecru 
NALU have been reminded that onlf“Ps keep 
two months remain for members t sige 
achieve qualifying credits for ths 8ood 
1960 National Quality Award. The rt bp the dec] 
minder was a letter from Ellen T it lev 
Putnam, National Life of Vermon{"*t agen 
Rochester, N. Y., chairman of NAL wg can 
quality business committee. eam 

Miss Putnam suggested that local & Reg g 
sociation presidents advise members of“ Inter 
the following: prance fie 

—Agents wishing to qualify for th 0 bill 
award should submit applications aha Soc 
January. Application blanks will #g/0Vs far 
pear in the December issue of Life As ml _ 
sociation News. ed. H 





The nex 




















—Dues for qualifiers must be a un¢ 
ceived at NALU headquarters by AP “a . 
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snould organize the agency to take 
detail work off the agents. 

He must be a good salesman. He 
must be able to set the sales example 
for his men and constantly improve 
nis sales ability in order to be able 
to help the men improve theirs. 

He must be a leader. “You must go 
on before your men. You must be a 
garter. You must be able to do what 
you ask your men to do. A boss knows 
how a job should be done; a leader 
ows how it is done.” ; 
“Mr. Jordan also gave high praise 
to pre-contract training, citing his own 
retention statistics — before and after 
darting such training in his agency. 
Tumover has been sharply cut. 


advocates Golden Rule 


At the banquet, which was held the 
first evening, Frank Maher, vice-pres- 
ident John Hancock, spoke on “Man- 
agement, a Privilege and a Respon- 
ibility.” In agency management the 
glden rule is more important than 
the slide rule he declared, and urged 
management men present to “get 
emmitted to success. There is no vir- 
tye in mediocracy. But always hold 
inmind that you cannot plead if the 
words come from your lips alone.” 

The Friday sessions opened with J. 
smith Ferebee, Equitable Society man- 
ager at Richmond, Va., speaking on 
management for the retention of man- 
power and business through quality 
lection and extraordinary motiva- 
tin, He gave five reasons for turn- 
over: bad selection; low early produc- 
tin; improper financing; proselyting; 
and lack of inspiration, perspiration, 
and motivation. 


Says Tell Truth 


Life underwriting is a long-time 
business, he pointed out. There is no 


J place in recruiting for prevarication. 


“Tell the truth about the long pull; 
and if you tell it to enough men, you’ll 
get sound recruits.” He said his agency 
will not hire a man unless he signs a 
promise to stick it out two years, re- 
gardless of how hard the going is. 
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Also, he will not hire a man who will 
not, at the time of hiring, add a $10,- 
000 policy on himself, regardless of 
how much he already owns. “Then 
show him, step-by-step how the pol- 
icy is processed,” Mr. Ferebee urged. 
It's the best kind of training.” 

The next speaker urged managment 
nen to get into A&S, both to spread 


the coverage and reduce the number 


pf people who look to the government 
for benefits. A. T. Everett, 2nd vice- 
president, Prudential, stated a belief 
that the social good calls for all com- 
panies to be in A&S. 


tS Recruiting Tool 


‘Individual A&S has proved a pow- 
ul recruiting device,” he stated. “It 
helps keep good men in the business, 
gfeases average earnings, and pro- 
#des good financial help. It helps make 
p the decline in life premium volume, 
tid it levels off the valleys in the 
Pier agents’ production curves. New 
ents can detect A&S sales situations 
set than they can life.” 


at local @ Tuming to the threat of govern- 


- members 0 


ment interference in the health in- 
wance field, particularly through the 


alify for td bill, he pointed out that the 


plications i 
nks will @ 


st Of socialized health insurance is 
Ways far more than estimated— 


e of Life Aq times as much in England,” he 


must be 
ters by AP 


‘Ported. He also noted that the lia- 
lies under the present social se- 
Fy act in the U.S. are now $100 
on more than the national debt. 


Wiad 


LIFE INSURANCE EDITION 


Ways Delineated To Retain Manpower 


FROM PAGE 1) 


“Merchandise A&S as a responsibil- 
ity, or the government will take over,” 
he warned. 

“Management for the Retention of 
Manpower and Business Through a 
Look Within—Ourselves, Our Super- 
visors, and Our Associates” was the 
title of the talk by E. Clare Weber, 
New England Life general agent at 
Cleveland. He declared that he runs 
his agency on “abiding faith and per- 
sistent effort.’’ In life insurance sell- 
ing, one deals with ideas, he declared. 
Therefore, for the man with imagina- 
tion, there is no finer job, and the op- 
portunities are unlimited. 


Volume Doesn’t Mean Progress 


Mr. Weber said he has lost all re- 
spect for volume as a measurement 
of progress or achievement. “Volume 
can blind the agent to the objective of 
service—can lose the substance while 
grasping for the shadow.” 

Mr. Rutherford declared that just 
as lapses are spawned at the time of 
the sale, so turnover is spawned at 
the time of recruitment. Men coming 
into the business should understand 
four things: 

The job calls for understanding, ap- 
preciation, and willingness; only the 
man who is “right with the world” 
can make a success of it; only the 
man who will do his level best every 
day, the man with the will to win, can 
succeed, and the job calls for a man 
who can control himself. 

Mr. Rutherford also lashed out at 
volume. “Volume means nothing,” he 
charged. “I want men who are mak- 
ing money. Give me men making mon- 
ey, and you’ll automatically get vol- 
ume.” He added that too many men in 
the business are “nicely educated as to 
product but not as to people. A clerk 
can work out proposals; but it takes a 
salesman to get the prospect to act.” 

“Retention of Manpower and Busi- 
ness Through the H.R. Factor,” was 
handled by K. P. Dowd, educational 
director, Phoenix Mutual. He made a 
lively presentation filled with color- 
ful verbal illustrations of his points 
and two skits that drove home still 
other points. 

“ “H.R. stands for Human Relations,” 
he explained. “That’s the routine, ev- 
eryday association the general agent 
has with other people through the 
written and spoken word and through 
action. This is a business of personal 
relations. Skill in H.R. must keep pace 
with product and automation. H.R. is 
a job that cannot be delegated.” 

Walter Gastil, Connecticut General 
Life general agent at Los Angeles and 
immediate past president of GAMC, 
spoke on management for retention 
through right agency management at- 
titudes. 


No Improvement In 20 Years 


“Our selection, supervision, and 
training have not measurably im- 
proved in 20 years despite all our lit- 
erature on the subjects, our meet- 
ings, our discussions,” he charged. 
“Much of the trouble is that we have 
lost our way in the trend to staff op- 
eration. We have delegated and rele- 
gated away personal leadership and 
responsibility. Managers tend to claim 
all the successes of the agency while 
blaming the failures on staff. 

“You cannot delegate, relegate, or 
abdicate the responsibility to recruit, 
train, and motivate. That’s the job of 
the manager himself and only the man- 
ager. They are his excuse for being. 
Men come with you because of you. 


Nobody can substitute for you,” he 
warned. “Remember that a supervisor 
is an apprentice. Don’t delegate the 
important job of training to an ap- 
prentice. If you need help, get it in 
the area of administrative work, not 
for the vital functions of recruiting, 
training, and supervising.” 

Friday evening was devoted to the 
traditional reception for all registrants 
by General Agents & Managers Assn. 
of Indianapolis, conference sponsors, 
a dinner dance, and an hour of popu- 
lar and light-opera choral entertain- 
ment by the Singing Secretaries of the 
Perfect Circle Corp. There were sev- 
eral special events for wives, about 
70 of whom attended. 


Regulation 39 Curbs 
Minimum Deposit IIs 


(CONTINUED FROM PAGE 1) 
a high early cash value policy, about 
70% of the first year gross premium at 
the time of buying his policy. But 
after “justifying” this policy form as 
prescribed by the actuarial bureau 
standards, the first year cash value 
was reduced by $8 per $1,000, so that 
the first year cash value represented 
only about 40% of the first year gross 


premium. 
No Loans In First Year 
Moreover, a policy provision was 


added which prohibited any loans dur- 
ing the first policy year. 

The language of regulation 39 and 
the actuarial bureau standards make 
it clear that the regulation is aimed 
only at minimum deposit abuses and 
discriminatory high early cash value 
contracts and not at such differences 
as whether a “special” policy has a 
full-reserve cash and loan value at 
the end of the seventh year, for exam- 
ple, while the general run of the same 
company’s policies do not have a full- 
reserve cash and loan values until the 
end of the 10th year. 


Nw National Ups Dividend 


Directors of Northwestern National 
Life have voted to increase the semi- 
annual dividend to 90 cents a share. 
The company has been paying 75 cents. 
The dividend will be payable Nov. 11 
to stock of record Oct. 30. 





Conventions 


Nov. 9-11, Society of Actuaries, annual, 
Qeeenbrier, White Sulphur Springs, W. Va. 

Nov. 9-12, LIAMA, annual, Queen Elizabeth 
Hotel, Montreal. 

Nov. 12-13, New York Life Underwriters Assn., 
fall delegate meeting, Sheraton Inn, Bing- 
hamton, 

Nov. 16-18, Health Imsuranee Assn., individual 
insuranee forum, Biltmore Hotel, New York. 

Nov. 30-Dec. 4, National Assn. of Insurance 
Commissioners, winter meeting, Fontaine- 
bleau and Eden Roc Hotels, Miami Beach, 
Fla. 

Dec. 7-8, Assn. of Life Insurance Counsel, an- 
nual, Waldorf Astoria Hotel, New York. 

Dee. 8, Institute of Life Insurance, annual, 
Waldorf Astoria Hotel, New York. 

Dee. 9-10, Life Insurance Assn. of America, 
annual, Waldorf Astoria Hotel, New York. 
Dee. 27-30, American Assn. of University 
Teachers Of Insurance, annual, Washington 

Hotel, Washington, D. C. 


1960 


Feb. 15, Insurance Economics Society, execu- 
tive commitee, Drake Hotel, Chicago. 

Feb. 19-20, New York Life Underwriters, gen- 
eral agents & managers conference, Queens- 
bury Hotel, Glens Falls. 

Texas Tri-City Sales Congress, Feb. 25, Dallas; 
Feb. 26, San Antonio, Feb. 27, Houston. 

March 14-16, Life Insurance Agency Manage- 
ment Assn., agency management conference, 
Royal York Hotel, Toronto, Canada. 

March 20-24, National Assn. of Life Under- 
writers, midyear, Louisville. 

April 11-13, Life Insurance Agency Manage- 
ment Assn., accident & sickness meeting, 
Edgewater Beach Hotel, Chicago. 
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Conn. General Begins 
Novel Aid Program For 
Colleges, Universities 


Connecticut General has inaugu- 
rated a novel program of financial 
assistance to privately supported col- 
leges and universities which is de- 
signed to replace the educational in- 
stitutions’ investment in graduates 
who are presently career employes of 
the company. 

According to Frazar B. Wilde, pres- 
ident of Connecticut General, the pro- 
gram takes into account the fact that 
tuition fees do not cover the full costs 
of a student’s college studies. An av- 
erage college spends some $1,000 a 
student each year, or a total of $4,000 
for each graduate, beyond what the 
graduate himself has paid for his 
education. This balance is made up 
from endowment income, and deprives 
the college of such income. The Con- 
necticut General program, Mr. Wilde 
said, will help restore the income 
from this investment. 


$160 Per Year, Per Employe 


The grant, offered without restric- 
tion as to use, will equal the earn- 
ings from $4,000 at an interest rate of 
4%, or $160, and will go to colleges 
in the name of each graduate who is 
a career employe of the company. 

Any college graduate who has been 
a salaried employe of Connecticut 
General for 10 years or more is con- 
sidered a career employe. The com- 
pany plans to make the grant each 
year for as long as the employe re- 
mains with Connecticut General. 

In its first year, the program will 
provide grants to 55 colleges and uni- 
versities. Amounts of the grants will 
vary according to the number of 
graduates employed by Connecticut 
General. 


35 Grants In First Year 


In addition to the direct grants, 
the company will match in an equal 
amount gifts made by salaried em- 
ployes with at least one year of serv- 
ice. The gifts may be made to any 
accredited privately supported four- 
year college or university of the em- 
ploye’s choice. 


Pru Needn’'t Pay Dividend 


If Policy Doesn't Earn It 


NEWARK—The New Jersey superior 
court has ruled that Prudential is not 
obliged to pay dividends on paid-up 
policies that do not contribute any- 
thing to surplus because of Pruden- 
tial’s position to surplus. 

Prudential’s position was that the 
policies were issued at a very low pre- 
mium rates when the company was 
earning more on its investments than 
today and are in a class from which no 
contributions are accruing that can be 
paid out as dividends. 





New Wisconsin 
Handbook Published 


A new Underwriters Handbook of 
Wisconsin has just been published 
by the National Underwriter Co. It 
provides complete and up-to-date 
information on the agencies, compa- 
nies, field men, general agents, 
groups and other organizations af- 
filiated with insurance throughout 
the state. Copies of the new Wiscon- 
sin handbook may be obtained from 
the National Underwriter Co. at 420 
East Fourth Street, Cincinnati 2, 
Ohio. Price $12.50 each. 




















“Mother and baby doing fine” 


Wonderful progress has been made in pro- 
tecting the lives of mothers and babies. In 
the last decade alone, maternal death rates 
have been reduced by 75 percent. 


Never before has childbirth been so safe 
—thanks to excellent prenatal care and 
improved obstetrical techniques. 


Equally important, some 95 percent of 
today’s babies are born in our hospitals— 
where most birth emergencies can be han- 
dled promptly and effectively. 

Information for expectant mothers: If 
your health is good—if you have no family 
history of diabetes, kidney, heart or other 
serious diseases—the chances are excellent 
that no major complications will occur 
before your baby’s arrival. 


However, for your own and your baby’s 
welfare, your physician may suggest these 
safeguards if your condition is normal: 
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1. Eat a variety of foods. Your baby will 
be no stronger or sturdier than the building 
materials your diet provides. For you and 
your baby, a varied diet is best. 


It should include a quart of milk daily to 
meet the baby’s needs for calcium. Meat, 
fish, fruits, vegetables, at least one egg a 
day, bread, cereals and a moderate amount 
of butter are recommended. 


2. Watch your weight. Too much weight 
strains the heart and other organs. Normal 
increase is 16 to 20 pounds. Your doctor 
will decide how much you should gain. 

3. Get needed rest and exercise. Walking 
is one of the best exercises and it’s usually 
all right to play golf and dance in the mid- 
dle months of pregnancy. 

Get plenty of sleep and at least an hour 
of relaxation every afternoon. 


4. Keep in touch with your doctor. It may 


comfort you to know that no serious prob- 
lem develops during pregnancy without a 
warning signal. Your doctorcan foresee and 
act to avoid difficulties—if he’s consulted 
early and as often as necessary. 


5. Take care of your teeth. Have your 
dentist clean your teeth and do whatever 
repair work is necessary. 


6. Make your hospital reservation early. 
The maternity wards of most hospitals are 
crowded nowadays. The sooner you make 
your reservation, the better. 


Take a calm, happy, confident attitude 
toward pregnancy. It is, after all, a natural 
event and a proper frame of mind helps to 
encourage an easy delivery. 


Never before has there been a year like 
1959—when birth is so free of risk, so 


likely to turn out happily for you, your- 


baby and your husband. 








This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in publications with a total circulation 
in excess of 45,000,000 including Saturday Eve- 
ning Post, Ladies’ Home Journal, Good House- 
keeping, Redbook, Reader’s Digest, National 
Geographic, U.S. News, Look. 
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